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By ROBERT B. MITCHELL 


DALLAS—As the National Assn. 
of Life Underwriters convention draws 
near its close, there is a general feel- 
ing that the outcome of the hassle 
over the building project was as good 
a solution of a delicate, explosive sit- 
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President 
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Vice-President 


uation as it was reasonable to hope 
for. 

At the meeting of the Nation- 
al Council, members of the former 
building committee, who resigned in 
protest last July over curbs on the 
scope of their authority, had a chance 
to tell the council why they thought 
the trustees’ decision to dispose of the 





More than 600 CLU candidates who 
have completed their entire series of 
examinations and met other profes- 
sional requirements were granted their 
CLU designations by the American 
College at the annual conferment din- 
ner and exercises in Dallas during the 
NALU annual meeting. 

The list includes those who com- 
pleted their examinations in previous 
years and met their experience re- 
quirement since the last conferment. 
Many of the 1958 class of CLUs were 
present at the conferment dinner in 
Dallas conducted jointly by American 
College and the American Society of 
CLU. For the 31st year, Dr. S. S. Hueb- 
her, president emeritus of American 
College, administered the professional 
pledge. Presentation of diplomas will 
be made at local meetings of CLU 
chapters and life underwriter associ- 
ations later. 

The above figures include all those 
who received the CLU designation and 
also those who received the CLU as- 
soclate designation, an equivalent 
award for those not directly connected 
with the agency operations of the 
business. 

Candidates who successfully com- 
pleted their examination series in 
June, but lack experience qualifica- 
tions will be approved for the award 
4 soon as requirements are met. 

“The total number of persons who 
have received the CLU and CLU as- 





C street building site was unneces- 


sary and detrimental to the associa- 
tion. 

Spokesmen for the administration 
told why no other course seemed pru- 
dent. 

The council ringingly applauded the 
spokesmen for both sides—but clear- 
ly showed by their voting that they 
wanted to back the board in its de- 


OFFICERS ELECTED 

President—Oren D. Pritchard, Un- 
ion Central, Indianapolis. 

Vice-president—William S. Hendley 
Jr., Mutual of New York, Columbia, 
S.C. 

Secretary—William E. North, New 
York Life, Evanston, IIl. 

Treasurer—Louis J. Grayson, Trav- 
elers, Washington, D. C. 

Trustees For Two Years 

Robert S. Clayton, Liberty National 
Life, Mobile, Ala. 

Robert B. Frye, Northwestern Mu- 
tual, Denver. 

Paul R. Green, Aetna Life, Seattle. 

R. B. Walker, New York Life, Hol- 
lywood, Fla. 

R. Edwin Wood, Phoenix Mutual, 
San Francisco. 

John Z. Schnider, Connecticut Gen- 
eral, Baltimore. 

One Year Term 

Edward M. Hicklin, Occidental of 

North Carolina, Burlington, N. C. 





cision to find land elsewhere in the 
Washington area. 

The former building committee, 
headed by Charles E. Cleeton, Occi- 
dental of California, Los Angeles, dis- 
tributed pamphlets explaining its rea- 
sons for believing the site on C street, 
opposite the new State Department 
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Building, should be retained, and giv- 
ing the background of the buildinz 
project from its inception. 


Will Not Press Issue 


The Cleeton committee, having 
been unable to get council backing 
for a proposed recommendation to 
the board of trustees to reverse the 

(CONTINUED ON PAGE 2, COLUMN 4) 





CLU Status Conferred On 
More Than 600 At Dallas 


sociate designations during the 31 
years of American College history is 
7,349. Of these, 154 are women. 

For space reasons THE NATIONAL 
UNDERWRITER is printing the list in 
instalments, with the recipients of di- 
plomas in agency management append- 
ed to the final instalment. Some com- 
pany names are abbreviated, such as 
Canada Life, Canada; Business Men’s 


Assurance, BMA; Connecticut Gen- 
eral, CG; Connecticut Mutual, CM; 
Equitable Life Assurance Society, 


ELAS; Great-West, G-W; John Han- 
cock, JH; Kansas City Life, KCL; Lin- 
coln National Life, LNL; Manufactur- 
ers, Mfrs.; Mutual Benefit Life, MBL; 
Mutual of New York, MNY; National 
Life of Vermont, NLV; New England 
Life, NEL; New York Life, NYL; 
Northwestern Mutual Life, NWM; 
Northwestern National Life, Nw Natl.; 
Penn Mutual, Penn; Phoenix Mutual, 
Phoenix; Southwestern Life, SwL; and 
Union Central, UC. 

Those receiving the CLU associate 
designation are designated by an 
asterisk. 


Abenroth, G. C., JH, E. St. Louis, Ill.; Ab- 
rams, M. H., Pru, Roosevelt Field, N.Y.; Ad- 
ams, I.S., Jr., Contl., Portland, Ore.; Adams, 
J. E., Pru, Johnstown, Pa.; Adler, Raymond 


Sun-Can. Baltimore; Aitken, R. J., Jr., Cal.- 
Western, Sacramento; Allen, J. T., Jr., KCL, 
Denver; Allsopp, Thomas, Pru, Newark; Al- 


mon, J. T., Met, Evansville, Ind.; Anderson, 
Conrad, Union Life Ins. Co., Jackson, Miss.; 
Anderson, S. M., Life of Ga., Spartanburg, 
S. C.; *Arthur, P. W., JH, Reading, Pa.; Ash- 
lock, R. T., CG, Cedar Rapids, Ia.; Atkinson, 
(CONTINUED ON PAGE 21) 


Quality Award Won By 
355 For 14 Years In Row 


A new analysis of national quality 
awards in 1958 shows that 355 quali- 
fiers have received the award every 
year during its 14-year history, ac- 
cording to Ann Bickerton, director of 
field service of National Assn. of Life 
Underwriters, which  issues’_ the 
awards in conjunction with LIAMA. 

Qualifiers in 1958 numbered 15,688 
as compared to 14,931 last year, Miss 
Bickerton said. Women award win- 
ners totaled 213, of whom three were 
14-year qualifiers. 

Hawaii topped all states in 
centage of members qualifying 
40.2% and six states had more than 
30% of their members in the win- 
ner’s circle. They are Wisconsin, 
37.5%; Rhode Island, 35.7%; New 
Hampshire, 34%; Vermont, 32.4%; 
Maine, 30.8%, and New Jersey, 30.2%. 


per- 
with 


Cleeton Committee Drops Attack On Site Menagh Replies To 
Disposal After Appeal To Council Fails 


Argument Advanced 
By Lloyd On Taxes 


Says Varying Impact Of 
Total Income Formula 
Won't Depend On Size 


Louis R. Menagh Jr., executive vice- 
president of Prudential, who was 
quoted in a statement by President 
John Lloyd of Union Central recently 
printed in The National Underwriter, 
has written as follows to this news- 
paper: 


As I was quoted by Mr. Lloyd in his 
statement re taxation of life insurance 
companies, I feel that I should an- 
swer some of the arguments presented 
by him. 

Let me first affirm my statement of 
1951. It was not a complete statement, 
but so far as it went, it was entirely 
accurate. I said that in a mutual life 
insurance company the only earned 
income is from investments. I was, of 
course, talking of gross income and 
not taxable income. A complete state- 
ment would have read as follows: 

“In a mutual life insurance compa- 
ny, the only income is the income 
from investments. So-called premiums 
are merely capital deposits made by 
the policyholders which are eventual- 
ly returned to them or their benefi- 
ciaries. I think this point can be dem- 
onstrated most easily by imagining 
there were a company which did not 
invest its premiums but merely kept 
them in a vault from which the pay- 
ments were withdrawn when the pol- 
icyholders died. In that case, it would 
be clear that nothing has happened 
except a redistribution of capital con- 
tributions depleted by the expenses of 
collecting and administering them and 
any taxes imposed.” 


Some Would Pay No Tax 


I believed then and I believe now 
that the taxable income is the gross 
investment income less not only the 
investment expenses but also the in- 
surance expenses, taxes and any 
amounts of such income which are 
paid or credited to policyholders in 
connection with liquidation of the 
company’s obligations to its policy- 

(CONTINUED ON PAGE 23) 





Trio of longtime 
convention attend- 
ers at the NALU 
meeting in Dallas: 
Donald F. Barnes, 
vice-president of 
the Institute of 
Life Insurance; 
Ward Phelps, su- 
perintendent of 
agencies of Na- 
tional Life of Ver- 
mont, and Herbert 
J. Baum, Protec- 
tive Life, Birming- 
ham, credentials 
committee  chair- 
man, 
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Shattering Effect Of Prospects Low 
Esteem On New Agent Demands Remedy 


By HOWARD J. BURRIDGE 


There is one problem in agency 
building that is so tough that it tends 
to be swept under the rug instead of 
being attacked with the vigor and in- 
genuity that its seriousness warrants. 

This problem is the shock that the 
new agent gets when he starts making 
calls and finds the low esteem in 
which his calling is held by the aver- 
age prospect. The new agent learns 
that almost invariably the prospect 
has a high regard for life insurance as 
an institution but not for the agent 
who is selling it. 

The moment the new agent gets 
into active selling, he learns that 
prospects he is trying to see will say 
to their secretaries, “Get rid of him,” 
or “Tell him that I’m tied up in a 
committee meeting,” or “Tell him that 
I have just completed my life insur- 
ance program,” or “Say that I am 


Machine Dispenses 
Auto Accident Policy 


Vending machine travel policies for 
motorists are now being offered in 
about 25 installations at motels, gar- 
ages, filling stations, etc., in Michigan, 
Ohio, Tennessee, Pennsylvania, Ken- 
tucky and Indiana. 

Highway Travel Insurance Agency, 
Indianapolis, which places the busi- 
ness in Secured of Indianapolis, oper- 
ates this auto business in almost 
identically the same fashion as the 
machines for accident insurance on air 
travel is done at the airport, except 
that for air the coverage is by the 
trip and by road it is by the week. 

Anchor Tool Co. of Indianapolis 
is gearing up to turn out 500 of these 
machines a month. They will dispense 
$5,000 policies for a seven day period 
on an individual, with a limit of $20,- 
000 at a cost of 50 cents per $5,000. 
The policies do not cover military per- 
sonnel or drivers of auto races or stunt 
drivers. 

However, coverage is provided for 
seven days regardless of where or how 
the insured is killed in an automobile 
accident, even as a pedestrian. Cover- 
age includes truck drivers, bus drivers, 
etc. 

The intention is to have the ma- 
chines located at motels and other 
strategic spots throughout the U.S.A. 


$60 Million First Year 
For Allstate Life 


Allstate Life, marking its first year 
in business Sept. 3, had more than $60 
million on the books, an amount de- 
scribed by president J. B. Branch as 
far more than anticipated. 

The company is now licensed in 42 
states and the District of Columbia, 
about double the early plans for entry 
into roughly 20 states by the end of 
this year. 

Allstate Life sells life insurance 
over the counter in the Sears stores 
just as its associated insurers sell 
automobile, fire and personal liability 
insurance. The Allstate group also has 
begun to write individual A&S insur- 
ance. 


9, 1900, at the post office at Chicago, I1]., under 


not in the market for any more life 
insurance now.” 

In brief, the new agent finds that 
the great majority of all prospects do 
not want to see him, do not want to 
talk life insurance with him, do not 
want to “open up” with him, and are 
reluctant and unwilling to sit down 
and discuss life insurance with him on 
a man-to-man basis. This is not be- 
cause they have any information 
about the particular agent who may 
be trying to see them, but only be- 
cause their experience with agents in 
the past has left them with the feeling 
that the agent wants to sell them 
something more than he wants to 
perform a service for them. 

In other words, most new agents 
have no prestige with the public in 
general. An agent who is unknown to 
the prospect is regarded by the pros- 
pect as someone who wants to get 
some money out of him, who wants to 


make a sale, who intends to try to 
sell him something that is not wanted. 

It is possible, of course, to point to 
the records of agents who are able to 
do quite a good business by selling life 
insurance to prospects on the first call 
they make. There are plenty of agents 
who can show good records on cold 
canvassing. But in all honesty it 
should be conceded that these are 
striking exceptions. They are certain- 
ly not the rule. The fact remains that 
the agent as such does not enjoy a 
high rating with the average life in- 
surance prospect. 


Not Averse To Others 


In contrast, most prospects would 
see at once and without hesitation 
anyone who might present himself 
from such corporations as American 
Telephone & Telegraph, the duPont 
company, Gulf Oil, Eastman Kodak, 

(CONTINUED ON PAGE 19) 





More On Pitfalls For Partnerships 
Seeking Tax Shelter As ‘Association’ 


Martin K. Worthy, prominent Wash- 
ington, D. C., lawyer specializing in 
taxation, described at the meeting of 
the section on insurance law, negli- 
gence and compensation during the 
annual meeting of American Bar Assn. 
at Los Angeles some of the recent tax 
law changes, part of which, citing the 
need for caution in attempting to have 
partnerships receive the more favor- 
able consideration accorded ‘“associ- 
ations,” was reported in last week’s 
issue, and the remainder, covering HR 
8381 as it affects retirement plans, is 
reported below. 


HR 8381, as approved by the Senate 
proposed amendments affecting re- 
tirement plans: 

1. The present rule permitting em- 
ployes of tax-exempt scientific, edu- 
cational, charitable and religious or- 
ganizations (described in _ section 
501(c) (3)) to defer including in 
taxable income amounts set aside in 
a non-qualified annuity plan until the 
annuities are received by the employe, 
would be modified so as to limit 
deferment to a qualified plan (as in 
the case of employes of other organi- 
zations) or to a percentage of the 
employe’s annual salary. 


Non-Forfeitability Determines Time 


2. Employes of all types of tax- 
exempt organizations (but not em- 
ployes of non-exempt organizations) 
would be made subject to tax at the 
time the rights of such employes in a 
forfeitable type of annuity become 
non-forfeitable. 

3. The exercise or non-exercise by 
an employe of an election as to sur- 
vivor benefits would be freed of the 
gift tax (to the extent of the employ- 
er’s contributions) if the annuity or 
pension rights arise under a qualified 
pension, stock bonus or profit-sharing 
plan or a qualified retirement annuity 
contract. 

4. Retirement payments of schools 
and colleges, publicly supported chari- 
ties and religious organizations would 
become eligible, with limitations, for 


the $5,000 exclusion from income tax 
of death benefits, the estate tax ex- 
clusion for contributions of the em- 
ployer and the gift tax exclusion 
referred to in the prior paragraph. 

5. Qualification of a retirement 
employer, for the estate tax exclusion, 
would be made identical with qualifi- 
cation of such a contract for income 
tax purposes. 

6. The “prohibited transaction” pro- 
visions of present law would be made 
inapplicable to loans to an employer 
from a pension trust (a) in the case 
of bonds or notes acquired at the 
prevailing market price at which such 
bonds or notes can be acquired by the 
public, when not less than 50% of the 
same issue is acquired by independent 
persons and not more than 25% by 
the trust, and the total amount loaned 
does not exceed 25% of the assets of 
the trust, or (b) where the loan bears 
a reasonable rate of interest, the em- 
ployer is prohibited by law from 
pledging as security assets represent- 
ing more than half the value of all its 
assets, the loan is approved in writing 
by an independent trustee, and the 
total amount loaned without collateral 
does not exceed 25% of all of the 
assets of the trust. 

Section 56 of HR 8381 as originally 
reported out by the ways and means 
committee would have restored the 
premium payment test for determin- 
ing the extent to which life insurance 
proceeds are includable in a deced- 
ent’s gross estate for estate tax pur- 
poses. The 1954 code abolished the 
premium payment test and provided 
that if the decedent had given away 
all incidents of ownership in a policy 
prior to death, no part of the proceeds 
would be subject to the estate tax. 
Section: 56 would have provided that, 
if the policy had been purchased or 
the decedent possessed any incidents 
or ownership within five years of his 
death, there would have been included 
in the gross estate the proceeds at- 
tributable to premiums paid by the 
decedent within five years of his death. 

(CONTINUED ON PAGE 22 
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Cleeton Committee 
Drops Opposition 


_ (CONTINUED FROM PAGE }) 
decision on the C street site. Ing. 
cated it would carry the matter ho 
further. 

i proposal that the National Coy. 
cil recommend to the incoming preg. 
dent that he appoint a new buildip 
committee consisting of three all 
bers of the old committee and thre 
members of the new committee wa 
defeated decisively. 

It was reported that the committee 
of past presidents at a breakfast meet. 
ing voted to recommend to the board} 
of trustees that it withdraw the Spe- 
cial power given the Managing dire. 
tor as a member of the building com. 
mittee. This power, termed by the 
former committee a veto power, «&. 
pecially irked the committee. It pro- 
vided that the committee should ep. 
ter into no commitment or contrag; 
without the endorsement of the man. 
aging director and the approval of 
the executive committee. Under this 
proposal of the past presidents, the 
managing director would remain op 
the committee but would have only 
the same voting power as other memn- 
bers. 

The air was alive with tension dur. 
ing the National Council discussion 
but the discussion, though vigorous, 
was kept out of the realm of per. 
sonalities. Each side felt it had some} 
rather pointed jabs it could have flung 
at the other but actually none of 
these accusations were of sufficient 
weight to have had any effect on the 
outcome. 

Mr. Cleeton and Grant Taggart, Cal- 
ifornia-Western States Life, Crowley, 
Wyo., were the main speakers for 
the former committee. Herbert A. 
Hedges, Equitable of Iowa, Kansas 
City, spoke briefly. 

President Albert C. Adams was the 
lead-off speaker for the administra- 


tion, others being Oren Pritchard, 
NALU’s new president, and David 
Blumberg, Massachusetts Mutual, 


NALU trustee. : 

The discussion was reported in some 
detail in the second convention daily 
of THE NATIONAL UNDERWRITER. 

The building project was the main 
topic of lobby conversation before and 
after the National Council session. 
Even those who had sided strongly 
with the former committee felt there 
was little to be gained by keeping on 
with the attempt to get the board to 
rescind its decision to give up the C 
street site, after the council had 
shown how it felt on the matter. 

Other convention happenings were 
reported in the two convention dai- 
lies of THE NATIONAL UNDERWRITER. 


Austin Life Managers 
Hear Values Of GAMC 


Membership in GAMC gives the 
manager a voice in management 
whereas the individual fighting alone 
is not effective, Richard N. Chapit, 
Tennessee Life, Houston, president of 
Texas General Agents & Managers 
Conference, said in speaking on the 
values of GAMC before Austin Life 
Managers Club. ; 

Essential in the growth of GAMC 
are planned schedules, selling on facts 
in management and its service, and 
development of outstanding sales ideas 
based on case study, Mr. Chapin said. 

ae 
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LIFE INSURANCE EDITION 


“RECESSION? 


what recession?” 


Asks RUSSELL W. HUETHER 


RussELL W. HuETHER 


Russell W. Huether, Franklin paragon in St. Louis says that he simply 
hasn’t been aware of a recession because he hasn’t had time to think 
about it. He has been too busy calling on his hundreds of policyowners 
and clients and giving them an opportunity to buy the remarkable Frank- 
lin special plans. 

Here’s the record of his 1958 production performance up to the time 
this story was written: 














NUMBER 

MONTH OF SALES 
I ites cecnerioconincennmnncieln 35 
I os sectsinssnapesiccyuasvveibewnsvieniniinniconenneliened 32 
I cciccsicecohsiliwatanntncpusintsntialieascieninnngiiian 41 
I vide itapiasethecipcenenannnerp natesiccntoensoaminnti 45 
TI iterecnropcivesssandhtinserninpinnineeneneirmcbytenaiaten 36 
DI ic ciisirerscehinasnnaiilicslin aan checepsietcetiaoe tine 56 
I nian apterenniicsion 35 

TOTAL 202 Calendar days 280 Sales 


(Excluding Saturdays and Sundays his average is two sales a day for the entire period.) 
Life and Qualifying member of the Million Dollar Round Table, Mr. 


Huether is a repeat winner of the National Quality Award and always 
ranks among his Company’s top producers. 


An agent cannot long travel at a faster gait than the company he represents! 











Lhe Friendly 
FRANIKILEN ILMIFIE comraxy 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Nine Hundred Million Dollars of Insurance in Force 
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United To Build 
New Home Office 
In Chicago Loop 


United of Chicago has completed the 
purchase of property located at the 
southeast corner of State and Wacker 
drive. President Jack R. Hogan stated 
that plans were being drafted to erect 
an ultra-modern air conditioned office 
building of 25 stories, in keeping with 
Chicago’s “new look” program for the 
Loop area. Ten floors will be avail- 
able for rental. There will be two 
lower level parking areas. It is antici- 
pated that the new buiding will be 
ready for occupancy by the end of 
1959. 


Indiana HOLUs Hear Panel 

A panel discussion on the family 
policy was held at the September 
meeting of Indiana Home Office Un- 
derwriters Assn. at Indianapolis. Dis- 
cussion was presented by Richard 
Veazey, Indianapolis Life; Robert 
Bowles, Jefferson National Life; and 
Fred DeBartolo, American United Life. 





portunity 
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BADGERS MISIDENTIFIED IN 
NALU CONVENTION ISSUE 


A group of three Wisconsin associa- 
tion members attending the NALU 
convention at Dallas was wrongly 
identified in a picture caption on page 
4 of the second special convention is- 
sue of THE NATIONAL UNDERWRITER. 
This was discovered after the paper 
had gone to press and the editors had 
an extra cut and an extra (non-match- 
ing) caption. The correct identifica- 
tion of the conventioneers, both of 
those appearing in the special issue 
and of those in the “extra” cut, are 
given at right. 


Mutual Trust Holds Regional 

Mutual Trust Life held its annual 
western regional convention in Palo 
Alto, Cal. A new pension trust policy 
and new programming services were 
featured at the business _ sessions. 
Speakers included Charles H. Kiefer, 
vice-president; Fred Livermore, gen- 
eral agent at Pomona, Cal.; Jeff Jen- 
nings, the Livermore agency, and Leroy 
Dupre, regional manager. 





At the Wiscon- 


s ion association 
suite during the 
NALU annual 


meeting: from left, 
William J. Nelson, 
Massachusetts Mu- 
tual, Milwaukee, 
Charles W. Tom- 
linson, Bankers of 
Iowa, Madison, 
president of the 
state managers as- 
sociation, and 
Frank G. McNa- 
mara, Old Line 
Life, Waukesha. 
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On hand fron 
the Wisconsin , 
sociation: fro, 
left, Byron Ost), 
legislative Couns) 
Madison, forme 
member of the 
state assembh. 
William Pryo, 
Connecticut yy. 
tual, Wauwatoy 
chairman of the 
NALU field pra. 
tices committee. 
and John Fre. 
man, past preg. 
dent of the stat 
association 








Do ° MEN 
GET FURTHER FASTER 


IN PEORIA 


FOR THE MAN READY FOR 


General Agent Responsibility 





In the Peoria, Illinois area we have currently a 
genuine opportunity for the man who is qualified 


for General Agent advancement. 


From California to Florida .. . National Reserve 
Life, with over $230,000,000 Insurance In Force, 
is continuing a vigorous expansion program— 
which can mean your opportunity for a profitable 
lifetime career. Write today for detailed informa- 


tion. All correspondence in confidence. 











~NATIONAL 









& 
TOPEKA + SIOUX FALLS 


H. O. CHAPMAN, 


President 


S. H. WITMER, 


Chairman of the Board 










1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 


3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory® level. Result: 
establishment in business without 
indebtedness! 





... here are five main reasons 


LIFE 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 


4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a@ management training program 
that is working! 


1 
Want more details on why l 

| Monarch men get further 
faster? | 
Write to our Dept. PR-9. ] 
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INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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= | 1946 1950 1952 1955 1957 


This growth chart is based on the actual production 
of one of the nation’s leading life underwriters — a Chartered Life 
Underwriter representing The Union Central. What has CLU meant 
to him? Just look at a few figures. 


At the conclusion of 1946, his first year, his production was $167,419. 
In 1950, the year he entered the CLU program, his production 
jumped to $611,626. He was awarded his professional designation in 
1952, and by the end of 1955 his annual sales were in excess of 
$1,000,000. Last year, he earned his second consecutive qualification 
LSONS for the celebrated Million Dollar Round Table with an impressive 
production of $2,350,085. 


Whether or not this young and talented Union Central underwriter 
would have progressed as rapidly and as far as he has without the 
knowledge and confidence he acquired through the American College 
is, of course, a matter of speculation. The ownership of a CLU key 





men can 
al as cannot point to absolute success any more than the lack of one can 
1p disa- point to failure. 
ater But this fact remains — the Chartered Life Underwriter is 
‘ :e better informed and better equipped to expand his fields of 
- opportunity. Moreover, surveys have proved that alinost all 
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Agents Must Add Life Facilities And 
Young Manpower To Offset Competition 


Agents must get off “their big fat 
renewals” and put some “life” in their 
agencies, Marshall B. Simms, director 
of multiple line development for Con- 
tinental Assurance, declared at the 
annual meeting of New Jersey Assn. 
of Insurance Agents at Atlantic City. 
There is no longer any question of 
what general lines agents think about 
entering the life business, he continu- 
ed. The hard fact is that competition 
is going to force them into writing 
life to protect themselves. 

Storm warnings are flying in the 
property and liability business, and 
those agents who do not put out an 
extra anchor in the area of personal 
lines to achieve balanced production 
are in for trouble, Mr. Simms asserted. 
He said that with the advent of pack- 
age policies, and the inroads of direct 
writers and other competitors, the 
trend of premiums and commissions 
is downward, while agency costs are 
climbing. As a _ result, agents are 


forced to work harder merely to stay 
even. They should look to the life 
field for a solution, he declared. 


General Producers Tops In Life 


The life market is the least satu- 
rated and the most rapidly growing 
in the industry, he continued. It can 
provide more income from present es- 
tablished general lines clients, and the 
agent need not add to his overhead by 
increasing his staff or office facilities. 

Mr. Simms said that the fact that 
fire and casualty conpanies are enter- 
ing the life field by alliances with life 
companies or by forming their own 
should spur agents to enter this busi- 
ness. He pointed out that his com- 
pany is currently obtaining 80% of 
its new ordinary paid life business 
through fire and casualty agents. They 
had a head start in selling life, he 
added. Career life underwriters spend 
50% to 80% of their time prospecting, 
but the general lines producer’s pros- 


pecting is already accomplished. His 
clientele is established and he has 
complete data on their business and 
personal status. 

Mr. Simms said that fire and cas- 
ualty producers entering the life field 
should not seek a general agent con- 
tract and thereby incur additional 
agency management problems. He 
urged affiliation with a life company 
with a well equipped local agency of- 
fice, staffed by experienced life in- 
surance sales engineers and offering 
unlimited sales facilities. Among these 
are the broadest selection of ordinary 
policies, perhaps participating and 
non-participating; all forms of group 
coverage; pension plans, preferably 
tailor made; a wide range of age lim- 
its; a progressive underwriting de- 
partment; streamlined applications and 
simplified manuals; and complete, self 
contained sales package plans to elim- 
inate the need for rate manuals and 
complex sales presentations. 

If general lines producers make a 
connection with a life company geared 
to cooperate with them, the profes- 
sional life man in the local agency or 
branch office will assist in on-the-job 
and other necessary training as well 











TOP MEN 
TOP MONEY 


... 4nd disability 


Every man who specializes in pension and employee 
welfare plans should have a copy of this brochure. 
The brochure deals with a realistic solution to a problem 


which faces every business and its executive personnel. 


A copy is yours 


* Advertised in Time, October 6, Newsweek, Octo- 


ber 20, and the November issue of Fortune. 
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for the asking. 


SICKNESS HOSPITAL 


Write for brochure D-6. 


CCIDENT INSURANCE COMPANY 
Chattancoga -Since 1687 
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as licensing. The next step is for» 
fire and casualty man to let his gj. 
tele know he is in the life busip, 
through promotional material. Cor. 
plexities of modern living and 4, 
make it necessary to funnel bygjy 
through experienced life insuray 
hands, Mr. Simms continued, byt - 
good general lines agent can qui 
absorb the necessary knowledge 
handle about 90% of life business ¢. 
comes his way. i 


ny 


Agencies Being Examined 


On the question of agency Perpety; 
tion he said that today many oq 
mercial clients are examining fire d 
casualty agencies critically to dete 
mine their management depth. Agen} 
ies which lack that feature and ke 
not added young manpower have 
sizeable accounts. They should ¢ 
immediate steps to halt this trenq | 
declared. 4 

This action, connection with a 20) 
life company, and a return to ti 
fundamentals of salesmanship ung 
which general lines producers orig) 
nally built their agencies are the pra 
tical solution to today’s pressing rea 
petitive problems, Mr. Simms mais 
tained. A life insurance facility yj 
increase sales and net earnings, offs 
direct writer competition, halt pr 
leaks and keep the general lines ag 
ahead of increasing overhead ° 


Ohio State Life Revises 
Indemnity Agreement With 
Check-O-Matic Plan Banks 


Ohio State Life has revised its j, 
demnification agreement with bani 
participating in its Check-O-Matic 
pre-authorized check plan. New agr 
ment provides indemnification whi 
is retroactive to the date of enrollme 
in the Check-O-Matic plan. 

An important feature of the nei 
agreement with banks is a section ij 
which Ohio State Life agrees ‘ 
defend at our own cost and expens 
any action which might be brough 
by any depositor or any other person 
because of your actions taken purs 
ant to said authorization and cae 











tion or in any manner arising by reas 
of your participation in this plan of 
premium collection.” 

In a letter to member banks, E. L 
Morrison, secretary of Ohio State Life 
said that the new agreement “protect 
you retroactively to the date of the on- 
set of our Check-O-Matic relationshi 
with you.” 


New Orleans Agents Back 


TV Insurance Series 

New Orleans Insurance Exchangq 
and New Orleans Assn. of Life Un+ 
derwriters have endorsed an educa- 
tional program over WYES-TV. The 
show is a series of seven half hour 
films produced by the University of 
Michigan television studios and fea- 
tures Carl H. Fischer, professor of in- 
surance at the university’s school of 
business administration. Since the stat- 
tion is educational, the two local o- 
ganizations do not advertise over the 
air but are running newspaper adver- 
tisements as a public service to pub- 
licize the program. 
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| Distinguished Aman 


Brochure Free 
Scrolls e Illuminated Resolutions 
Certificates 
Walnut e Bronze e Laminated Plaques 
BEAUX ARTS ENGROSSERS 


award specialists 
30 No. La Salle St., Chicago 2, 
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“For-one reason or an- 
other, we’ve been putting 
off going into IBM—but 
now, installing the IBM 
SERIES 50 will save us 
enough to make it really 
worth while!” 


“It delights ime to 
know my small com- 
pany will be backed 
up by the same IBM 
applications expe- 
rience and the same 
service as the biggest 
names in industry.” 
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DATA PROCESSING 
DESIGNED FOR THE 





SERIES 





NEW IBM SERIES 50 is a complete punched card system designed 
and priced to meet the needs of the smaller, growing business. With 
IBM SERIES 50, you get all the functions of larger IBM systems. The 
only difference is lower operating speeds. These have been adjusted to 
the needs of smaller businesses. 

COST CONSCIOUS. IBM SERIES 50 is priced within the reach 
of smaller business budgets. It means operating efficiency at a price 
that respects your profit margins. 

DESIGNED FOR GROWTH. IBM SERIES 50 methods are based on 
the same punched card principles that are the backbone of larger IBM 
data processing systems. Your applications and procedures are com- 
patible with any size IBM system. 

IBM DEPENDABILITY. As an IBM customer, your company reaps 
the advantages of more than 44 years of applications experience and 
dependable customer service. Your company can now learn through 
first-hand experience how data processing fits into your growing 


_ business picture. 
“ACT NOW... Find out today how easy it is to put IBM SERIES 50 


to work. Call your local IBM representative or write to: International 
Business Machines Corporation, Department B-1, 590 Madison Avenue, 
New York 22, N. Y. 
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Mutual Benefit Life 
Supervisors Meeting 
At Chicago, Sept. 17 


Mutual Benefit Life’s supervisors 
conference at the Congress hotel in 
Chicago, Sept. 17-25, will feature a 
series of panel and round table discus- 
sions dealing with recruiting, selec- 


tion, training, supervision, planning 
and money management. 
Nominator recruiting interview 


techniques will be demonstrated by 


FteNATIONAL UNDERWRITER 


Robert E. Bird, St. Louis, and Frank 
Ridge, Washington, D. C., will outline 
prospective agent recruiting methods. 
Various sales procedures will be 
covered by John S. Sierra, Dallas; 
Thomas W. Mahoney, Milwaukee, 
and John R. Solin, Chicago. Mr. Solin 
will also act as moderator for the 
round table discussion on recruiting 
and selection. 
~ Other round table moderators in- 
clude members of the home office staff 
and fieldmen. Harold E. Levine, New 
York, will moderate while the subject 
of training is being discussed, and Wil- 
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liam S. Walton, Pittsburgh, will gavel Mutual Tax Plan 


a session on supervision. 

Two general agents—Ralph R. Stotz, 
Grand Rapids, and Kenneth R. Bent- 
ley, Danville—will be guest speakers. 

H. Douglas Palmer, director of agen- 
cies, will conduct the conference, as- 
sisted by Thomas J. Munn, director of 
field supervision, and William F. Mc- 
Murry, assistant director of training. 


H. Taylor Peery of Palo Alto, Cal., 
has been elected to the board of Occi- 
dental Life of California. 









Guidebook to 
future growth 


The day has long since passed when an underwriter 
relied only on salesmanship. The efficient underwriter 
knows that today he needs a broad business education 
if he is to extend professional advice of a high order. 


The C. L. U. study program helps the underwriter 
achieve that professional goal. In it are outlined the 
steps that lead to the proud designation of Chartered 
Life Underwriter. It is a guide to future growth, 
both in direct results and in community service. 


John Hancock highly values the contribution of the 
American College of Life Underwriters to the industry. 
Its Educational Program brings new professional status 
and skill to life underwriters everywhere. 
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INSURANCE COMPANY 


Explained To 
Chicago Newsmen 


Chicago newspapermen were give 
a rundown last week by Raymon; 
Olson, president of Mutual Trust Lit 
of Chicago, of the reasons why th 
Temporary Committee on the Tay; 
tion of Mutual Life Companies hy 
taken its own path and is supporti 
a bill to tax mutuals separately, 

Mr. Olson was host at the Chicag 
Club for representatives of the foy 
metropolitan Chicago newspapers anj 


several financial magazines. He ey.) 


plained that the mutual companig 
belonging to the temporary committe 
hoped that the ALC-LIA-LIC Joi 
Committee on Life Insurance Tax. 
tion would develop a bill satisfactoy 
to the entire industry, but the poin 
was reached at which the mutual 
felt nothing was going to happen an 
they went their own way. The McCor. 
mack bill, introduced by Rep. Joh 
W. McCormack of Massachusetts, fea. 
turing the “total receipts” approach 
suggested by the Secretary of the 
Treasury, is one that the temporary 
committee members feel is fair. 


Want Non-Profit Consideration 


Mr. Olson said there is no reason 
why mutual life companies, which are 
non-profit groups should not receive 
the same consideration that mutual 
savings banks and mutual savings 
and loan associations receive in their 
field. 

In all his discussion of the tax 
problem, Mr. Olson referred repeatedly 
to state premium taxes, an obvious 
source of irritation to him. In 194 
state taxes on the life insurance busi- 
ness amounted to $75 million, accord- 
ing to the charts prepared for the 
conference, while in 1956 the total 
was $248 million. Only 10% of these 
taxes are used to run the state insur- 
ance departments, Mr. Oslon remarked, 
the rest going to the general funds. 
This means that the states are taking 
more and more money in the aggre- 
gate, feeding on the growth of the life 
business. 


Largest Mutuals Haven't Joined 


Asked why some of the largest 
mutuals—Metropolitan, Equitable So- 
ciety or Prudential—have not joined 
the temporary committee, Mr. Olson 


said there is no single reason, but that [ 


it would appear that these companies 
are keeping a foot on base, so to speak, 
perhaps hoping that a single bill will 
be devised for the entire industry. Mr. 
Olson added, however, that he doubts 
this will ever come about. 


Gen. American Modifies 
Pre-Authorized Check Plan 


General American Life has modified 
its pre-authorized check plan so hold- 
ers of two or more policies may now 
combine their premiums in one month- 
ly check. 

Premiums for both life and personal 
A&sS policies may be combined in the 
same check. A maximum of 12 separ- 
ate policies may be so combined. This 
makes possible a considerable savings 
to policyholders over direct monthly 
payments. The annual aggregate of 
the pre-authorized check premiums on 
both life and A&S is the same as 
semi-annual. 


Indianapolis Life has cited the 
James E. Pegram agency of Denver for 
its outstanding first year with the 
company, when it produced more than 
$1 million new insurance. 
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Japanese Study Calls Life Insurance 
An Important Prop In U.S. Economy 


The Japanese Life Insurance Spe- 

cialists Study Team has taken a long 
and careful look at the U.S. industry, 
and its productivity report character- 
izes life insurance in America as the 
most important factor *. the economic 
security of Americans “oday. 
After providing a short history of 
the development of the US. industry, 
the report describes the economic se- 
curity situation of Americans as it 
exists today and the part played in it 
by life insurance. 

The report said (all excerpts are 
quoted verbatim), “Mutual assistance 
is one of the factors for furthering the 
cultural life of mankind. In the old 
days, this mutual assistance existed 
among neighbors, relations and ac- 
quaintances. However, this type of 
personal assistance has disappeared 
with the progress of individualism in 
modern life. Instead, an insurance sys- 
tem has emerged as a new form of 
mutual aid among the wider scope of 
persons. 

Three Forms Of Mutual Aid 


“At present, there are in the U.S. 
three forms of mutual aid for economic 
security in connection with the life of 
a man. One of these is based on the 
responsibility of individuals, the sec- 
ond on cooperation between individ- 
uals and their employers, and the 
third on the authority of the Govern- 
ment. The first takes the forms of 
life insurance contracts by individuals, 
the second the welfare insurance sys- 
tem at establishments, and the third 
the social security system. 

“If the modern economic life is lik- 
ened to a tripod, these three systems 
form its legs. If even one of them is 
lacking, there can be no complete eco- 
nomic security. Private insurance com- 
panies in the U.S. have assumed the 
responsibility of providing the first 
and second means of economic secur- 
ity.” 

Singled out for special praise by the 
report was the management philosophy 


Helping The Agent At 
The Local Level Is 
Theme Of LAA Seminar 


“Helping the Agent at the Local 
Level” will be the theme of a semi- 
nar on Oct. 21, preceding the annual 
meeting of Life Insurance Advertis- 
ers Assn. at the Queen Elizabeth Hotel 
in Montreal, Oct. 22-24. 

: The seminar will be under the direc- 
tion of David W. Tibbott, director of 
advertising and public relations of 
New England Life. The educational 
committee of LAA is sponsor of the 
seminar. 

Three panels, covering advertising, 
sales promotion and public relations, 
will be features of the seminar. Each 
Panel will cover its subject from three 
viewpoints—the home office, the gen- 
eral agent or manager and the agent 
himself. 

Robert B. Taylor, 2nd vice-president 
and agency manager of Jefferson 
Standard Life, will moderate the ad- 
vertising panel. Moderator of the 
public relations panel will be H. Dixon 
Trueblood, vice-president in charge 
of public relations and advertising of 
Occidental Life of California. Herbert 
J. Kramer, assistant manager of 
Travelers, will moderate the sales pro- 
motion ranel. 





of most life companies. In particular, 
life companies were described as being 
“responsible,” and although this atti- 
tude may not necessarily be peculiar 
to the life business alone, the report 
said, “This management philosophy de- 
mands that private insurance business 
should play a part in maintaining the 
economic security of the American peo- 
ple and therefore be operated in a 
manner befitting the social responsi- 
bility.” 

Life agents also came in for some 
scrutiny by the survey team, which 
said in its report, “Life insurance 
agents in the United States are firmly 
convinced that the American people 
are under moral obligation to utilize 
the life insurance system within their 
means and that the agents have the 
social responsibility to have the gen- 
eral public awaken to this moral ob- 
ligation or help in the fulfillment of 


this obligation. 

“It must have been no easy job to 
have prospective customers realize the 
moral obligation without offending 
them, to induce them to feel the “need” 
or desire for life insurance, and then 
to have them buy insurance policies. 
To this end, modern life insurance 
agents must acquire knowledge and 
personality of first order through un- 
flinching efforts.” 

The report also stated that one of 
the things which impressed the team 
most was that the sense of responsi- 
bility of life company management 
in the U. S. was not simply a case 
of mouthing mere slogans, but was a 
philosophy that was put into action. 
The report also said “This is true not 
only with the top management, but 
with the lowest-level of workérs as 
well. For instance, the necessity of 
insuring equality among policyholders 
is well recognized by each and every 
employe of insurance companies. 
Therefore, it is unthinkable in the 
United States that undue benefits are 
granted to only policyholders. 

“Further, the spirit of respecting 


this management philosophy is com- 
(CONTINUED ON PAGE 18) 
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NOW - 


STATE MUTUAL 


offers 


MAJOR MEDICAL 


for 


SMALL GRoUPs 


superimposed over a basic casualty plan, 
for businesses with 10 to 24 employees. 


For help in getting your share of commis- 
sions in this new Major Medical market, 
write or phone your nearest State Mutual 
Agency or Group Office for our descrip- 
tive brochure on this new coverage. 


STATE-MUTUAL LIFE 
ASSURANCE COMPANY 


Home Office: Worcester, Massachusetts 





W.O.W. Adopts 
New Rate Structure 
For Quantity Discounts 


An entirely new rate structure has 
been adopted by Woodmen of the 
World of Omaha wherein rates per 
thousand of basic protection reduce as 
the number of thousands of base pro- 
tection purchased in a single contract 
increases. 

Te newly devised system of “Quan- 
tity Savings Rate Reductions” applies 
equally to all forms of certificates is- 
sued, each buyer thus_ receiving 
benefits without regard to the kind of 
coverage he chooses. Rates for basic 
certificate forms entirely absorb the 
cost of acquisition and future servic- 
ing, so rates for riders do not vary 
per thousand with the amounts pur- 
chased. 

When all areas of sales are con- 
sidered, the new rates are substan- 
tially lower than those formerly in use. 


New life insurance paid for during 
July by Equitable Life of Iowa 
amounted to $13,622,963. 


OF AMERICA 
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Union Central To 
Sell Home Office; 
Seeks Suburb Site 


Union Central Life will sell its home 
office in downtown Cincinnati and ‘is 
planning to build a new one in an 
undetermined location in the Cincin- 
nati suburbs. It is expected that the 
purchaser will be Brooks, Harvey & 
Co., New York real estate investors. 

President John A. Lloyd of Union 


FeNATIONAL UNDERWRITER 


Central was quoted in Cincinnati 
papers to the effect that several subur- 
ban sites were under consideration and 
that the one selected will be close to 
the new circumferential highway. 
The present 34-story home office 
building at 4th and Vine streets is one 
of the most prominent in downtown 
Cincinnati, and when it was built in 
1912, it was the tallest building west 
of the Hudson River. An 8-story annex 
was erected in 1927. The life company 
currently occupies 150,000 of the 618,- 
000 square feet in the two buildings. 


Stanley Morris 
Heads Insurance 
Unit Of Bar Assn. 


Stanley C. Morris of Charleston, W. 
Va., was elected chairman of the sec- 
tion on insurance, negligence and com- 
pensation law of American Bar Assn. 
at the annual meeting in Los Angeles. 
He succeeds L. J. Carey of Michigan 
Mutual Liability. 

John J. Wicker Jr. of Richmond was 





Midland Mutual’s Field Service specialists: David J. Trasin, Agency Secretary; Charles H. Elliott, 
Director of Sales Promotion and Advertising; E. R. Dare, Director of Education and Agency Finance. 


Firepower for Midland Manpower... 
Supplied by Home Office Specialists 


Rare indeed is the personal insurance agent who can 
move ahead in this business without know-how and 
creativity. These things he must learn, and how well 
he learns them is vital to his future progress. 

At the Midland Mutual, we place a high premium 
on training, education and sales promotion. The 


personnel. 


Field Service Division of our Agency Department 
has developed a complete, effective program for 
equipping our field people with the skills and tools 
so important to successful performance. 


Among the highlights of this program: 
* Acomprehensive basic training course for new agents 


* Home Office Seminars 


* Field-proven sales tracks, implemented by potent 


visual aids 


* Inquiry-pulling direct mail prospecting service. 


. 
eet?%o, 





All this adds up to plenty of firepower for our sales 
force and a great asset to our field management 


Learn more about the home office support you 
can receive as a Midlander—write Charles E. Sherer, 
CLU, Vice President and Director of Agencies. 


* Serving Personal 
Security Needs 
Since 1906 





. 

° 

fee, Be 
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THE 
MIDLAND MOTOCAL 
LIFE INSURANCE COMPANY 

256 East Broad Street, Columbus 16, Ohio 
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elected chairman-elect. He has beep 
vice-chairman and is succeed«d in that 
position by Welcome D. Picrson of 
Oklahoma City. 

Robert P. Hobson of Louisville, see. 
retary of the section resigned owing to 
other commitments and was succeeded 
by Lowell D. Snorf Jr. of Chicago. The 
newly elected members of the couneij 
are C. C. Frazier of Lincoln and John 
R. Dixon of St. Louis. 
1,000 Members Attended 

More than 1,000 members attendeg 
the meeting. Significant subjects on 
the program included a full day de. 
voted to nuclear energy and collatera] 
insurance-legal problems, a panel dis. 
cussion on “Automobile Compensation 
Without Regard to Fault,” an address 
by Commissioner Joseph A. Navarre of 
Michigan on “Federal Investigation of 
Insurance,’ and a panel on medico- 
legal trial tactics. 


Ohio A&H Assn. Board 


Sets Common Fiscal Year 

The executive board of Ohio Assn, 
of A&H Underwriters, meeting re. 
cently in Columbus, passed resoly- 
tions that all local associations re. 
mit dues to the state and Internation. 
al associations by the last day of each 
month and that a common fiscal 
year be established—June 1 through 
May 31. 

Guests at the meeting were Gail 
Shoup, IAAHU president; John Forrest 
zone chairman for Ohio, and W. §, 
Steiger, membership director. Gov. ¢. 
William O’Neill has proclaimed the 
week of Sept. 7 as A&H Insurance 
week in the state. 


Bankers Of Iowa Hikes 
Non-Medical Limits 


Bankers Life of Iowa has increased 
to $25,000 the amount which will be 
considered on a non-medical basis at 
insurance ages 5 through 25. Further- 
more, non-medical limits will now be 
considered as over-all limits for just a 
five year period, but will be subject to 
a total non-medical limit. of $25,000. 

July was the largest month in the 
history of Connecticut Mutual, and the 
Hunken agency at Chicago led the 
company with $2,344,098. This was the 
second largest month in the year for 
the Hunken agency. In January the 
production was in excess of $3 million. 
Phillip A. Watson of the Hunken agen- 
cy was the leading agent nationally 
for Connecticut Mutual in July. 


MANAGEMENT 
s CONSULTANTS 


O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 























BOWLES, ANDREWS & TOWNE, inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 











RICHMOND — ATLANTA —_—sONEW YORK 
PORTLAND 
O. R. CARTER 


Consultant On 
Agency Building 
40 years experience 
818 Olive Street 
St. Louis, Mo. 
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Equitable Society Adds 
Payor Benefit Riders 


Equitable Society | has introduced 
two payor benefit riders, one which 
provides for a waiver of premiums if 
the payor becomes totally disabled, 
and the other to pay up the policy in 
the event of payor’s death. 

The disability waiver of premiums 
is expected to be useful in business 
insurance cases. The second rider is 
designed for personal insurance, such 
as a policy issued on the life of a wife 
with her husband as payor. 

The new riders may be added to 
an adjustable whole life policy which 
has a minimum of $10,000 or to an 
executive policy with a $25,000 min- 
imum. 

Leaves Conn. Department 

Hartwell L. Hall, chief examiner for 
life and A&S of the Connecticut in- 
surance department, is retiring after 
33 years. He joined the. department 
after experience in the life actuarial 
department of Travelers. He served 
under the last five commissioners. 













“Every Dollar 


the claim-delivering agent 
widow who hears them. 





of Life Insurance... 


“Here, Mrs. Jones, is every dollar of life insurance your 
husband's premium would buy!” 


Sweetest words in the life insurance book are these — to 


LIFE INSURANCE EDITION 


General American Changes 


Rules On Juvenile Plans 


All juvenile policies issued at age 0 
by General American Life will hence- 
forth provide a full death benefit from 
date of issue. Death benefit was pre- 
viously one-fourth the policy’s face 
amount during the first year. 

Other new underwriting rules are: 
A child must be at least 24 hours old 
before an application can be written; 
agents cannot collect cash with the 
application on children ‘less than 15 
days old; the company cannot accept 
applications on children born prema- 
turely or below normal birth weight; 
and the exact weight of a child to be 
insured must be obtained if the child 
is less than 3 months old. 


Illinois A&S Forum To Meet 


Illinois A&S Underwriters Forum 
will meet Sept. 18 at Adolph’s res- 
taurant in Chicago. Dr. Proctor C. 
Waldo, medical director of Washing- 
ton National, will show a film en- 
titled “Uses of ACTH for Human 
Diseases.” 
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And to folks who still believe in “Women and children 
first!” they spell out Occidental’s Income Protection Plan. 


Straight reducing Term, 10 to 50 years’ duration. Fully 
convertible to anniversary nearest 65 for net amount at 
risk. Issued as rider or policy. Issued as a policy, it will 
take another Term rider — also a Disability Income rider 
for the insured. 


This year's average delivered policy to date — $23,478 
of initial insurance! 


auneesee® 


W8 ccidental Life — 
SURANCE COMPANY OF CALIFORNIA 
Otte: Les Angeles / WB, Stannard, Vice President So 





We pay Lifetime Renewals...they last as long as you do! 
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Sixty is a ripe old age to enter a new field 
but that’s what we have done... and we 
like it! Praetorian Mutual Life is an old 
company with “young ideas” in the life 
insurance business. We look forward 
with anticipation to another 60 years 
and another... and another. We are in 
the life insurance business for keeps and 
our young ideas, our enthusiasm and 
keen interest in doing a job well mean 
continued success for our company. 


opportunities for career underwriters 


AGENTS — MANAGERS —SUPERVISORS 
If you are interested in hearing about the 
plans of an old, established life company with 
“young ideas” for the future, contact T. H. 
Penton, Vice President and Agency Director. 





UTUAL 


OLD LINE LEGAL RESERVE 
INSURANCE COMPANY 
Dallas, Texas 
J. M. MOTTLEY, President @ ANTON E. HILL, Secretary-Treasurer 
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Editorial Comment 
Wouldn't Buying Prospects Be Cheaper 


Most new agents who quit the life 
insurance business do so because of 
prospecting problems, according to 
48% of a representative cross-section 
of members of National Assn. of Life 
Underwriters. 

This finding bears out a familiar 
refrain in the business: The No. 1 
problem is prospecting. If an agent 
ean lick it he can usually stay in the 
business and make at least a fair 
success. If he can’t, he’s on his way 
out. 

This high percentage should serve 
to give some impetus to a research 
project that is long overdue. That pro- 
ject is to find out, on an objective 
cost-accounting basis, what prospects 
are worth to an agent and an agency, 
and then find out if it is more efficient 
to let an agent be fully responsible for 
his own prospecting or if it mightn’t be 
better to put the job largely in more 
expert hands until such time as the 
agent is far enough along in his devel- 
opment to take on this difficult and 
frustrating task all by himself. 

For prospecting is one of the subtler 
skills that an agent has to develop. 
There are few businesses, perhaps 
none, that can equip a man for the 
type of prospecting that a life insur- 
ance agent has to do to get along. 
Many recruits come to the business 
with considerable selling skills devel- 
oped in other lines. If they had good 
prospects to work on they could spend 
their time selling and making money, 
because they would be doing what 
they are well fitted for. 

Doesn’t it stand to reason that a 
professional prospector, either em- 
ployed by an agency or supplying well 
qualified prospects on a _ per-name 
basis, could do a better job of digging 
up prospects than a novice agent? 
That’s not saying the new agent 
wouldn’t be the one to set down a list 
of his natural contacts. Every agent 
has these. But the new man’s problem 
is, Where do I go when I’ve run out 
of these relatively few natural con- 
tacts? 

It seems as if the financing problem 
could be helped a lot by feeding an 
agent sound, well qualified prospects 
instead of just money. 

Naturally, it would be necessary to 
find out whether prospects can be dug 
up in this way without costing so much 
as to make the system unworkable. 
But the odds appear to be definitely 
in favor of its working. It follows the 
generally sound principle of letting a 
man spend his time doing what he is 
most effective at, and letting someone 
more skilled handle other operations. 

After all, the agent who needs a car 
‘in his business doesn’t stop selling and 
spend a week or so doing a ring and 
valve job: He pays somebody else to 
do the job, someone with more skill. 
But on the more difficult and frustrat- 
ing task of finding enough prospects to 
keep him busy, does our agent hire 
someone with more know-how? No, 
he’s given to understand that only he 
can do this job. 

What’s the result? He doesn’t have 


enough live prospects to call on, so he 
kids himself into thinking the prospects 
he does have are better than they are. 
Instead of confining his time to the 
good prospects he can dig up himself 
plus equally good ones obtained for 
him by a professional prospector, he 
drags along feeling frustrated and, in 
accordance with Parkinson’s Law, 
stretching out whatever work he has 
to do so it fills the time available. 

To be successful, a prospecting ser- 
vice would have to be run with accur- 
ate knowledge of the type of prospects 
needed by the various agents in an 
agency. But the question, it would 
seem, boils down to this: Isn’t it prob- 
able that a professional, highly skilled 
prospector, concentrating exclusively 
on this type of work, could produce 
better prospects for a new agent than 
could the necessarily clumsy efforts of 
the agent himself? 

If that statement is incorrect, then 
people should go back to repairing 
their own cars, making their own suits, 
and writing their own speeches.— 
R.B.M. 





Personals 


Nancy Rea Vinsonhaler, daughter of 
George Vinsonhaler, 2nd vice-presi- 
dent of John Hancock, and Mrs. Vin- 
sonhaler, was married to Frank S. Eby 
of Livermore, Cal., where both the 
bride and bridegroom are physicists at 
the University of California radiation 
laboratory. The wedding took place at 
the home of Mr. and Mrs. Raymond D. 
Deston in Berkeley, Cal. Mr. Deston is 
west coast vice-president of John 
Hancock. 


J. R. Hogan, president of United of 
Chicago, was named by the Jockey’s 
Guild as its “man of the year’—a 
tribute to Mr. Hogan’s accomplish- 
ments as a sportsman and as an 
owner and breeder of horses at his 
Wadsworth, IIll., farm “Jacnot,” the 
former Jelke estate which Mr. Hogan 
acquired about four years ago. 


Richard F. Alt, director of research 
of New England Life, has been desig- 
nated by the Department of State as 
U.S. delegate to the meeting of the 
Working Party on Economic Develop- 
ment and Planning of the Economic 
Commission for Asia and the Far East 
at Bangkok. 


Milford A. Vieser, financial vice- 
president of Mutual Benefit Life, has 
been named to an advisory group of 
nationally known civic and home 
building industry leaders to review 
the valuation concepts of the Federal 
Housing Administration. 


William J. Davey, vice-president of 
Medical Protective of Fort Wayne and 
former Indiana commissioner, has 
been elected a director of American 
Income Life of Indianapolis. 





Expedite Licensing In Pa. 
Commissioner Smith of Pennsylva- 
nia, as a result of extended studies, 
has made changes in renewing agents’ 
licenses to expedite the procedure. 


Deaths 


WILLIAM J. MANNION, 66, vice- 
president and general counsel of Mu- 
nicipal Ins. Co., Chicago, died in St. 
Anne’s hospital. He was also senior 
member of the law firm of Mannion, 
Mannion & Mannion, circuit court 
master of chancery since 1939 and for- 
merly served on the board of manag- 
ers of Chicago Bar Assn. 


MRS. HELEN D. EDMISTON, wife 
of Henry H. Edmiston, director and 
vice-president of Kansas City Life, 
died in Kansas City after a long illness. 


WILLIAM E. BRADY, 66, general 
agent of Reserve Life at Wharton, 
Tex., died of a heart attack. 


Old Line Life To Cover 


Milwaukee Paper Readers 


Old Line Life will offer an accumu- 
lating, comprehensive, personal acci- 
dent policy, by contract with the 
Milwaukee Journal, to readers of the 
newspaper. 

The company has also had an in- 
crease in new business this year, with 
sales for the first half of 1958 at 
$13,186,773, almost 14% above the 
same period of 1957. Insurance in 
force at June 30 totaled $206,742,708. 





R.&R. Publishes Sales Kit 

Insurance R.&R. has_ published 
sales kit applying a new approach to 
simple programming, called ‘balanced 
security.” The kit consists of a security 
balance—an asset liability type work 
sheet; a calculator slide rule; and a 
suggested sales presentation. Kits cost 
$2.75 apiece or $2.55 for two to nine 
sets from Insurance R.&R., 123 West 
North Street, Indianapolis 9. 


Massachusetts Mutual’s_ ordinary 
sales in July were $73,179,592, an 
increase of $18,430,032 or 33.6% over 
the same month in 1957. Ordinary 
sales for the first seven months were 
$541,242,987, a gain of $117,165,543 
or 27.6% over the January-July figure 
of 1957. The combined amounts of or- 
dinary and group sales this year stand 
at $633,906,858, an increase of $106,- 
131,863. 





Stocks 


By H. W. Cornelius Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, September 10, 1958 


























Bid Asked 
Aetna Life 204 209 
Beneficial Standard. .............c:0000 1642 1742 
Business Men’s Assurance 81 85 
Cal.-Western States. ............ 93 97 
Columbian National .. 108 110 
Commonwealth Life ....... 24 25 
Connecticut General ...... 310 315 
Continental Assurance .. . 143 146 
Franklin Life... 66 69 
Great Southern Life ........0....00. 83 Bid 
Gulf Life 25 26 
Jefferson Standard ou... 8212 841 
Kansas City Life ............ 1445 1465 
Liberty National Life .........0000... 37 39 
Life & Casualty ...... 2242 2312 
TALE: OE VERNA « siscscveceissorsoessscsssaccesie 106 110 
Lincoln National Life ............0.... 199 203 
WRGPUROMRET BAIR. 6 scsascosssersocscsexesscsecsvess> 944% 97 
North American, Il. 18 19 
N. W. National Life . 86 90 
Ohio State Life . . 305 Bid 
Old Line Life .............. 49 Bid 
Republic Natl. Life . 56 58 
Southland Life ............... 95 98 
Southwestern Life ou... 117 121 
Travelers 82 83 
United, IIl. 41 43 
U. S. Life 41% 43 
Wisconsin National Life .............. 68 Bid 
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Monthly Income At 
Least $183 For 50% 


0 


Half of the retired couples receiving 
social security last year had a total 
monthly income of $183 or more, and 
half had less than that amount, ac- 
cording to Victor Christgau, director of 
the Bureau of OASI of the Social Se- 
curity Administration, who reported 
these and other preliminary findings 


f Retired Couples 
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WHY are you paid the same 
commission as the lowest pro- 


2) ducers in your agency when you 


are consistently a top producer? 


@:::: for low lapses the same 
as paid to other representatives 


for high lapses? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 


WHY is your renewal commis- 


Q:: is so vitally important? 


sion schedule so low if persis- 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 


missions paid over a short period? 


WHY has the Accident and 
2 a Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 


panies. 
Qcaisiy'company shaving 
Started writing Life Insurance 
in July, 1956. already producing ap 
ProviMately one million a week? 


WHY is All American Life & 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 


| Lie a Casualty 


CHICAGO Company 


General Offices: All American Building 


PARK RIDGE, ILLINOIS 
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from a nationwide survey of some 5,- 
000 people who represented a cross- 
section of the 11 million persons re- 
ceiving OASI benefits. 

One-fourth of the couples had total 
money income of less than $1,500, the 
survey pointed out, and the highest 
25% received income of more than 
$3,250. 

Not counting OASI benefits, 19% of 
the retired couples had outside income 
of less than $75 during the year, and 
28% had additional .income of less 
than $300. Half the couples had out- 
side income of more than $900, 32% 
had additional income of $1,500 or 
more and 13% had additional income 
of $3,000 or more. This additional in- 
come included funds from employ- 
ment, private pensions, dividends and 
other sources. 

Figuring only the independent re- 
tirement income that could be ex- 
pected to continue through future 
years, half the retired couples had 
more and half had less than $180 for 
the year besides their social security 
benefits. Independent retirement in- 
come includes employer and union 
pensions, veteran payments, income 
from trust funds and other annuities, 
rents, interest, and dividends. The 
lowest fourth had no such income in 
addition to social security benefits 
and the highest fourth had $920 or 
more. 

Widowed mothers and children get- 
ting survivors insurance benefits also 
were covered by the survey. Half of 
these family groups had more and 
half had less than $2,830 income dur- 
ing he survey year. Not including 
OASI benefits, the median income of 
widowed mothers with children was 
$1,300. 


Other Preliminary Findings 


Other preliminary findings of the 
survey were: 

—The median total income for sin- 
gle retired workers was $1,140; their 
median income other than OASI ben- 
efits was $470. 

—The median total income of aged 
widow beneficiaries was $880; their 
median income besides social security 
was $270. 

—Of the retired couples, 37% had 
some income from employment as did 
32% of single retired workers. 

—Although 23% of all retired men 
received employer or union pensions 
last year, only 11% of retired women 
received pension benefits. 

—vVeterans compensation or pen- 
sions went to 6% of the men bene- 
ficiaries and 15% of the widowed 
mothers and children. 

—Three-fifths of the beneficiary 
couples had no income or less than 
$75 from interest, dividends, or net 
rental income. 

—One in 10 of the aged beneficiary 
groups received public-assistance in- 
come. 

The only information tabulated so 
far from this survey concerns the 
money income of beneficiaries. After 
the tabulations are completed, infor- 
mation will also be available on the 
net worth of the beneficiaries, on 
their availability for and attitudes to- 
ward employment, and on their ex- 
penditures during the year for medi- 
cal care. 

The average old-age insurance ben- 
ifit for a single retired worker is 
about $60 per month. For a retired 
couple with both husband and wife 
receiving benefits, the average is 
about $108. The average payment for 
an aged widow is $51 per month, and 
for a young widow with two children 
in her care, $145. 









experience. 


the underwriter’s good common sense. 


is our only business. 


Why not write now for open dates in 
our underwriter training program? 
You'll find it can benefit both your 
underwriter and your company. 


American services. 
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The Right Training can 
Make Any Underwriter 
a Better Underwriter 


Training underwriters to be more effective is a long-standing 
service provided by North American Reassurance Company. 
The result of this training is often improved life company 


This expertly conducted program is not stereotyped, 

“big class” training. It consists of individual guidance that 
not only strengthens the underwriter’s knowledge of the rules, 
but sharpens his ability to interpret and apply them correctly 
to each individual risk. It develops a much neglected faculty— 


Our underwriter training program is continuous. Instruction 
usually takes place at our own offices, but our training 
specialists do conduct courses at client company locations. 
Life companies of all sizes, and new or experienced under- 
writers throughout North America, are eligible and welcome. 


Our clients are enthusiastic about the quality of training 
their underwriters receive at North American. And this, 
like all our services, is rendered from a completely 
non-competitive position — “Reinsurance Exclusively” 


Send for your free copy of “Reinsurance 
Exclusively” which outlines all North 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 
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e Denver 


LOANS 


@ For busines debtedness...protect your 


e service, 


RPORATION 


2, Colorado 


bE oe 2323 First Nati 
1 RENEWAL GUARANTY CORPORATION 
2323 First National Bank Bldg., Denver 2, Colo. — 
I Gentlemen: Please send me complete, confidential 
| details on your exclusive service. | understand | am 
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Changes In The Field 


United Benefit Life 


Joseph L. Tauster has been appointed 
general agent in Chicago for United 
Benefit Life. Pre- 
vious to this ap- 
pointment, Mr. 
Tauster was active 
in the _ training 
program in Colo- 
rado, later assum- 
ing responsibilities 
of manager of the 
commerce and in- 
dustry divisions 
for the company. 





Joseph L. Tauster 


Life Of Virginia 

Thomas S. Mat- 
tox, manager at 
Bristol, Tenn, since 
1955, has _ been 
named regional di- 
rector of agencies. 
He joined the 
company in 1948 
at Norfolk and 
subsequent- 
ly served as as- 
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MINNEAPOLIS, MINN., 3841 Drew Ave., South, WAlrut 2-5922 
NEW YORK 38, N. Y., 176 Broadway, BEekman 2-4424 
ORANGE, CAL., 471 N. Shaffer, KEllogg 2-1162 

TORONTO 2B, CANADA, 650 King Street West, EMpire 2-3257 


Thomas S. Mattox 





sociate manager 
and field training 
supervisor. 


PRINTING PLANTS: Danville, Illinois - 


Boston + Toronto 


*Printers to the insurance industry for more than 40 years 








Reproduced through the 
courtesy of Box Cards, Inc 


Life Insurance in Force 
Over $1,500,000,000. 


WEVER LIFT A FINCER 


In keeping with the company’s well-established 
policy of offering the newest developments, 
Life and Casualty insurance Company of Ten- 
nessee offers CHECK-O-MATIC. It makes the 
monthly payment of insurance premiums com- 
pletely automatic so you never lift a finger 


with a pen or stamp. 


Check-O-Matic never forgets. It protects your 
protection by assuring you that your premiums 
will automatically be paid when due. 


Life and Casualty keeps abreast of every new 


development in the industry. 








Pilot Life 


J. H. Rainer and J. E. McGuire have 
been named general agents at Mont- 
gomery, Ala., and Jackson, Miss., 
respectively. Mr. Rainer was formerly 
with Preferred Life of Dallas at Mont- 
gomery and Mr. McGuire has been 
with Pilot Life at Shreveport, La. 

The following have been appointed 
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superintendents in the combination the co 


division: T. J. DeMent, Durham, Nc. 
R. J. Bloodworth, Greenville, gc: 
T. A. Adams, New Bern, N.C. , 

The following transfers and appoint. 
ments have been made in the group 
division: 

J. R. Owen Jr., manager of the group 
service department at the home Office, 
has been named resident group man. 
ager at Columbia, S. C. 

J. R. Baldwin, former resident group 
manager at Raleigh, N. C., has been 
transferred to Washington, D. C.,, in 
the same capacity. 

Glenn W. Leach, group supervisor at 
Columbia, S. C., assumes the same 
position at Raleigh. 
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All American L.&C. 


A. A. Ramstad has been named 
northwest manager for All American 
L.&C. in Minot, N. D., where he will 
cover that section of the state through 
the Ramstad agency. Formerly with 
North American L.&C., Mr. Ramstad 
has been in the insurance business 
for 34 years. William E. Mock has 
been appointed agency manager in 
Fargo and will handle sales and ser- 
vice for eastern North Dakota and 
western Minnesota. Mr. Mock was 
formerly with Mutual Benefit H.&A. 
for more than 10 years. 


Guardian Life 
Richard A. Evans and Frank H, 
White have been appointed managers 
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Richard A. Evans 


Frank H. White 





at Arcadia, Cal. Mr. Evans, who has 
been in the life field since 1949, isa 
former assistant manager of Equitable 
Society at Los Angeles. He is secretary 
of Los Angeles Life Supervisors Assn. 
Mr. White has been in the life business 
since 1950 and was also an assistant 
manager of Equitable Society at Los 
Angeles before joining Guardian Life. 





Republic National Life 
Appointment of Jesse E. Flick a 
special reinsurance representative has 
been made by Republic National Life 
He has been an actuary with two life 
companies and president of a third 





assac 





Mutual Trust Life 


Elmer C. Graber has been appointed Donald 
general agent at Pittsburgh, succeeding polnted 
Clyde Brunner, who goes to the home [T Minr 
office as manager of field training fe distri 
Mr. Graber has been in insurance for ter sal 
more than three years, and was pre ff Joinec 
viously with the railroads. — ae 

icago a 





New York Life 









Gerald B. Haeckel, former invest: | Aid A; 
ment supervisor at Dallas, has bee? farded ne 
appointed assistant vice presi : t $20,874 
charge of the regional investmel! Msurance 

“ - 1952 $1,339,208 





office. He joined the company in 
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as an investment analyst in industrial 
securities. He succeeds Donald E. 
Meads, assistant vice-president, who 
js returning to the home office to 
assume additional duties concerning 


mbination | she company’s investments. 
am, NC. 
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Paul E. Buckley 
has been named 
agent at Nashville. 
He entered the 
business in 
1950 as an agent 
with Phoenix Mu- 
tual at Nashville, 
and in 1954 joined 
Tennessee Life, 
where he was sub- 
sequently appoint- 


ed manager. Paul E. Buckley 


Life Of Virginia 
Phil T. Rose has been appointed 
manager at Birmingham, ‘Ala., to suc- 


ceed Frank C. Heard who has retired. 
Mr. Rose has been an agency assistant 


> through with Prudential at Birmingham for 
rly with |the past eight years. 


Ramstad 
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Harry P. Green 


New England Life 


"Donald L. Wedge has been appointed 
office manager at New York. He has 
been an administrative executive of 
Security-Connecticut Life and before 
that was with Columbian Mutual Life 
as assistant underwriter and super- 
visor of underwriting. 





Paul Revere Life 


Arch E. Davis Jr. has been named 
general agent at Chicago for Massachu- 
setts Protective 
and Paul Revere 
life. He entered 
the business in 
1947 as general 
insurance broker 
ad the following 

















Liverpool. 
He joined Pruden- 
tial in 1949 and 
five years later 
was named divi- 
sion manager at 
Chicago. 





Arch E. Davis Jr. 


assachusetts Mutual 


Donald G. Franzen has been ap- 
inted district group representative 
or Minnesota, with headquarters in 
e district group office at Minneapolis. 
ter sales experience in other fields, 
€ joined Massachusetts Mutual as a 
oup sales trainee in 1957. He has 
€n a group representative in the 
thicago area. 





Aid Association for Lutherans re- 
hrded new paid-for business in July 
t $20,874,700, 6.7% ahead of July 1957. 
msurance in force on July 1 was 
339,208,100. 
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First United Of Ind. To 
Take Over Tulsa Insurer 


First United Life of Gary, Ind., has 
entered into an agreement for a mer- 
ger with Commonwealth Life of Tulsa, 
subject to the approval of the insur- 
ance departments of the two states. 
First United will be the surviving 
company with its stock being ex- 
changed among existing shareholders 
of Commonwealth stock. According to 
president Jack W. Lawter of Common- 
wealth, this would be on the basis of 
one share of First United stock for 
each 10 shares of Commonwealth. 

Commonwealth has capital of $100,- 
000 and had a surplus of approxi- 
mately $60,000 at the end of 1957. In- 
surance in force is about $18 million 
of ordinary and group, divided almost 
evenly. There was also nearly $2 mil- 
lion of industrial in force at the end 
of 1957. The company, which former- 
ly operated in Oklahoma, Louisiana 
and Arkansas, operates at present in 
its home state only. 

First United, which began business in 
Indiana in November of 1956, showed 
assets for year end of 1957 of $2,042,- 
502, with a net reserve of $663,259 
and capital and surplus of $1,307,638. 
First United, which entered Illinois 
last spring and has filed in Ohio, Ken- 
tucky and Michigan, now has more 
than $22 million in force, with no 
group. 


North American Life of Chicago 
new life sales in August topped pro- 
duction of the same month last year 
by 11%, establishing a new peak for 
August business. A special sales drive 
last month honored the company’s 
board chairman Paul McNamara. 





Reneficia 
THOUGHTS 


“Tron rusts from disuse, stagnant water loses its 


purity, and in cold weather becomes frozen; 


even so does inaction sap the vigors of the mind.” 


—Leonardo da Vinci 


Let us then be most active every day, utilizing 
to the fullest our knowledge and capabilities, 


lest we become “living” proof of this quotation. 


A Beneficial Thought for those of us in the busi- 


ness of life insurance. 


BENEFICIAL LIFE 


Virgil H. Smith, Pres. Salt Lake City, Utah 
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In its symbolism is every tenet 
upon which our business is built. 





Symbol of Hope 


Since the beginning of recorded history the Sower of seeds 
has symbolized man’s hope for the future. The Sower 
represents both the beginning and the ultimate end of the 
cycle of living on earth. The seeds of knowledge, love and 
responsibility sown in youth yield a harvest of satisfaction, 
wisdom and confidence in old age. This is the symbolism 
upon which our business is built. 


BANKERS LIFE OF NEBRASKA 


LINCOLN 








HieNATIONAL UNDERWRITER. 


Investors Syndicate Life 

Curtis E. Fuller has been named sales 
manager of Investors Syndicate Life. 
He entered life 
insurance in per- 
sonal production 
in 1946. Later he 
became _ regional 
sales gupervisor 
for 28 midwestern 
states for New 
York Life. In 1956, 
Mr. Fuller moved 
to their home of- 
fice as manager 
of salary allotment 
sales. Curtis E. Fuller 


Pilot Life 

T. M. Edwards, former superinten- 
dent at Winston-Salem, has been ap- 
pointed representative in the training 
division, and M. B. Newman, assistant 
service manager, has been named 
manager of the group service depart- 
ment. 





Add more 


LIFE 


to your sales 


For agents and brokers 
who also write automobile, 
fire, theft and property 
insurance, Mutual Trust 
Life Insurance Company 
has prepared power- 
packed, new brokerage 
material — 








A loss by Fire is possible... 
A loss by Death, inevitable... 
Death destroys many, many more Dollars than Fire 
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Independence Life Of California 
Lowell Carlson has been appointed 

. manager of the Los Angeles territory 
For more. sntermaton. wile = of Independence Life. He has had 
CHARLES H. KIEFER, Vice-President experience as a producer, in a com- 
pany home office and with a multiple 


Mutual Trust Life Takitiaclala-) Company line agency in Los Angeles. 
77 South Wacker Drive + Chicago 6, Illinois Mutual Trust Life 


© Only surplus business is invited from full-time representatives of other companies. Clyde Brunner has been appointed 
manager of field training in the home 
office. He had previously been a gen- 
eral agent for the company at Pitts- 
burgh. Before entering the life insur- 
ance business in 1954 he was an 












SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. Thus 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 

or True Group case. 





Guaranteed Renewable Policies Available! 
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Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 





REMEMBER—IT'S EASIEST TO SELL THE BEST! 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN ie Dios ‘ ee 
i ms D : otitis cho ik ceil 



























Home Office Changes 


September 13, 1953 


accountant and tax consultant ang has 
been manager of the life insurang: 
department of a large general agency 


SUNSET LIFE has named Donali 
N. Collins agency supervisor. He has 
been with Mutual of New York, Olym. 
pic National, and was district Manage 
for United Benefit Life in centr 
Washington. 


Harold E. Stout has been namg 
agency director of CENTRAL NA. 
TIONAL LIFE of Omaha. He ha 
recently been eastern regional directo; 
of Research Institute of America, an; 
has also been with Prudential, Bank. 


ers Life of Iowa and Security Mutual’ 


Life of New York. 


Paul I. Reichart, formerly vice. 
president of sales of Life of America 
has been named executive vice-preg. 
dent of UNIFIED RESERVE LIFE ; 
Indianapolis. 


William M. Luedtke, formerly super. 
visor of life underwriting, has bee 
appointed agency secretary of WORLD 
OF OMAHA. 


FARMERS NEW WORLD LIFE hi 
appointed David McCord as assistant 
actuary. 


Holmes Urges Study Of 


Rate War By Life Insurers 


A suggestion that National Assn. of 
Insurance Commissioners undertake : 
study on price cutting by life com- 
panies has been made by Commission- 
er Holmes of Montana. 

In a letter to Commissioner Navarre 
of Michigan, Mr. Holmes cited state 
ments made by Harold J. Cumming; 
president of Minnesota Mutual Life 
before American Life Convention in 
which he decried a situation in whic 
the life industry may be “attempting 
institutional hari-kari’in a_ senseless 
rate war.” Such a rate war, Mr. Cun- 
mings said, is predicated on the a- 
sumption that “the public is no long- 
er interested in coverage, but only in 
price, a fallacy leading us down the 
road to cut-throat competition.” 








American United In Force 
Up 22% In Past Year 


American United Life realized ¢ 
22% increase in life insurance in force 
during the last 12 months, President 
Clarence A. Jackson told directors. 

For the first half of this year sales 
totaled $142,620,621, which was 21.4% 
ahead of the same period in 187. 
Ordinary sales alone showed a 14% 
increase, while on a national level the 
industry’s average sales were down 
some 3%. 

Accident and sickness premium 2- 
come on new business the first half 
of 1958 was 167% greater than the 
same six months last year. A&S bus- 
ness in force increased 253%. 








New ordinary business issued a 
paid-for by Bankers Life of Iowa {0 
July was $28,674,618, an increase 0 
more than $414 million over the same 
month last year. Combined with group 
sales of $13,949,981 for the mom 
total production for July reached $4 
624,599. Total life in force reaches 
new high of $3,127,688,492 by the 
of July, with $1,794,631,803 ordinal 
and $1,333,056,689 group. 
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Program Completed For 
! Mid-West Management 
Meeting. Oct. 23-25 


Speakers and their topics on the 
agenda of the annual Mid-West Man- 
agement Conference, Oct. 23-25, at 
French Lick, Ind., have been an- 
nounced by W. T. Smith, Wisconsin 
National, Indianapolis, conference 
chairman. All subjects of the program 
are geared to the conference theme: 
“Realistic Management Methods That 
Toda Tag 

ar Craig, Northwestern Mu- 
tual, Milwaukee, will speak on “Re- 
alistic Ideas at Work in an Agency;” 
Harry C. Copeland Jr., Massachusetts 
Mutual, Syracuse, “Market Develop- 
ment—the Realistic Answer to Agen- 
cy Profits;” Francis Merritt, Mutual 
Benefit Life, and William Earls, Mu- 
‘tual Benefit Life, Cincinnati, in a joint 
presentation, “Realistic Recruiting for 
Performance and Profits;’ and Oren 
D. Pritchard, Union Central, Indianap- 
olis, on “Realistic Service to the In- 
suring Public.” 

Other speakers and their talks are: 
Newman Long, Great-West Life, Dal- 
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Now you can offer a really out- 
standing Hospitalization plan to 
prospects who have some health 
condition which places them in the 
“impaired risk” category. There are 
estimated to be close to 20 million 
of them . . . a really tremendous 
market! Formerly many of these 
people would have been declined, 
or would have to accept a ridered 
policy with the particular health 
condition ‘‘not-covered”. Acco’s 
new policy eliminates coverage ex- 
clusion riders. 
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An attractive rate-and-sales folder 
makes it easy to present your story 
fo prospects. May we send it to 
you, along with complete informa- 
tion about the new Impaired Risk 
HOSPITAL Policy? 
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las, “Setting Realistic Production Goals 
for Established Agents;” David G. Hun- 
ting, New England Life, Philadelphia, 
“Realism in Building a New Agency;” 
W. R. Walters, Sun Life of Canada, 
“Creating Realistic Success Attitudes;” 
and G. W. Fitzhugh, Metropolitan Life, 
“A Realistic Look at the Future.” 

The conference is sponsored by In- 
dianapolis General Agents & Managers 
Assn. 


Fidelity Life Assn. 
Has Record Day’s Sales 


Fidelity Life Association of Fulton, 
Ill., recently had a record day’s busi- 
ness of $1,501,500. The record output, 
which was posted by the farm depart- 
ment section of the field force, marked 
the first time in a 62-year history of 
the company that more than $1 million 
of new business was written on a 
single day. The farm department sec- 
tion is comprised of agents of Federal 
Mutual, which, like Fidelity Life, is a 
division of the Kemper group. The 
general line agents of Federal Mutual 
were the first Kemper agents to be 
introduced to the Fidelity Life line. 


OW! 


‘A FINE NEW 
HOSPITAL 
POLICY FOR 


IMPAIRED 
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AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
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5,000 Michigan Students 
Subscribe To Health Plan 


More than 5,000 University of Mich- 
igan students purchased health insur- 
ance policies during the first year of 
a new program sponsored by the 
school’s student government. The stu- 
dent group plans to offer the program 
again during 1958-59. Premiums will be 
approximately $15 for single students 
and higher for spouse. 

The student plan is underwritten by 
American Casualty. 
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Jefferson National Makes 
Changes In Rate Book 


Jefferson National Life has made 
important changes in rate book, effec- 
tive Sept. 1. 

The major changes include a new 
5-year renewable and_ convertible 
term insurance, a new term to age 65 
plan, a 30-year mortgage and redemp- 
tion policy and most important—a 
substantial reduction in substandard 
premium rates amounting to as much 
as 25% of the previous rates. 





in commissions and 


You earned almost $2,000 


overriding in first six weeks | 
as our General Agent 





Mr. Eugene Spain 
P. O. Box 386 
Manchester, Georgia 


Dear Gene: 


fine record of 


that 
readjustment in 


Actually, the reverse action 


missions plus overriding, 
production 


a very large percentage. 





of the credit is yours. 


Your sincere good friend, 


William J. Rushton 
President 
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General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


PROTECTIVE 


William J. Rushton 
President 





Your Protective Life associates are indeed proud of the 
of production which you have compiled during 
your first six weeks as a Protective Life General Agent. 


Even though you were an experienced life insurance 
salesman before coming with Protective Life, I feel sure 
you might reasonably have expected a period of 
your change from one company to another. 


duction increased from the very first week with Protective 
Life to such an extent that during the first six weeks with 
our Company you earned almost $2,000 in first year com- 


and at your present rate of 
your 1958 earnin 4 " 


While we at Protective Life believe that our methods 
our policy contracts, and our sales material have been 
instrumental in helping you get started with us on a very 
firm foundation, we fully realize that the greater share 


Gene, there are any number of good companies with whom 
you could achieve life insurance success. You hold the 
key within yourself. Protective Life is grateful that you 
are giving it the chance to provide the opportunity. 


occurred. Your rate of pro- 


gs will exceed last year’s by 
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Serving the South 
Since 1907 











PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 
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_ Japanese Study Role 
(CONTINUED ON PAGE 9) 

| mon to all life insurance companies. 

| Accordingly, there is smooth coopera- 
tion among them, although, at the 
same time, they are waging competi- 

| tion in full blast to improve their 

| financial position. 

“For example, there was no differ- 
| ence whatsoever among the basic 
' canvassing theories we heard from 
| insurance agents at every life insur- 
| ance company we visited. This should 
| be considered natural, but we were 
| very much surprised anyhow. Knowl- 
| edge and techniques have been ex- 
| changed through this cooperation. By 

so doing, all life insurance companies 
| have achieved their goods in an 
| efficient manner, and have thus won 
| public trust and substantial benefits. 
There may be no few reasons for such 
a great progress in the life insurance 
| industry in the United States. It is 
| presumed, however, that it owes a 
| great deal to excellent cooperation and 
fair competition in the rationalization 
of the business, under the sound 
philosophy. 












INCREASE IN ELECTRIC 
POWER PRODUCTION 


During the past ten years, kilowatt hours 
produced within the area served by 
Life of Georgia have increased from 51 
billion in 1947 to 170 billion in 1957— 
an increase of 231.7%. This rate 
of increase is 74.5% greater than the 
increase for the nation as a whole. 


LIF INSURANCE 


COM PANY 


oF GEORGIA | 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 So Wake 





Has Social Responsibility 


“Next, to live up to its social respon- 
| sibility, the life insurance industry in 
the United States is always trying to 
provide insurance service in a more 
reasonable, safer, fairer and cheaper 
manner than any other type of enter- 


| 
| 
| 
| 
| 
| 
| 


prise does. 
“Meanwhile, great care is being 
| taken to reflect the management 


| philosophy in the fixing of premiums 
| which are to be paid by policyholders. 
In other words, this means an effort 
to adopt a method, believed to be most 
faithful to the management philosophy, 
| within practicable bounds. To put this 
concretely, sincere efforts are being 
made to lighten and equalize the 
| burden on policyholders.” 








OWN AGENCY 


OWN YOUR 
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\ Do you feel like you want to move up — are you cramped 
in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you're looking for... 

% Top agency building contract! 

¥% Liberal contract for your agents! 

%* Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

¥* Selling aids designed to make sales! 

% Effective free direct mail program! 

¥%& Group insurance! 

¥% Pension plan! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 

We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


ACCABEES — « Lie Insurance Society 


Founded in 1878 Home Office Detroit 2, Michigan 
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Of U. S. Insurance 


The report noted that “for any kip; 
of industries seeking lasting Prospe. 
ity, it is a matter of primary impo. 
tance to make maximum efforts ;, 
win the public support. Life insurang: 
companies in Japan, in keeping wis, 
this principle, have exerted consige. 
able efforts in this direction so f 
We were greatly impressed to fing 
during our recent inspection trip 4, 
the United States, that life insurang, 
companies in that country have bee, 
backed by full support by the pubj 
and have gained solid ground footing 
in American society as far as th 
economic security of the People j 
concerned.” 


Credits Cooperative Spirit 


The study team credited much of 
the public support to the spirit 
cooperation among various life com. 
panies in putting their story befoy 
the public and to such organization’ 
as American Life Convention, Lif 
Insurance Association of America, Lit 
Insurance Agency Management Assn, 
Life Office Management Assn., Insti. 
tute of Life Insurance and the Nz 
tional Assn. of Life Underwriters, 

In suggesting how the Japaney 
life industry might go about improving 
itself, the team offered certain cop. 
crete proposals gained from its study 
of its U. S. counterpart. Among th 
proposals were the establishment of ; 
joint research organization for agency 
management, better and more inten. 
sive public relations activity by al 
Japanese life insurance companies, thé 
establishment of a joint research 
organization on office management 
the creation of an organization fu 
studies on statistics and a more cen- 
tralized government agency to super 
vise the operations of life insurance 
companies in the Japanese islands, 


Bankers Life Of Iowa 


Raises Non-Medical Limits 

Bankers Life of Iowa has increased 
to $25,000 the amount which will be 
considered on a non-medical basis 4 
insurance ages 5 through 25. 

Furthermore, non-medical limits will 
be considered as over-all limits for 
just a five-year period, but will be 
subject to a total non-medical limit of 
$25,000. For example, a_ policyholder 
who has been granted $15,000 non- 
medical at age 28 may apply for a 
additional $10,000 under non-medical 
rules at age 33. This would bring him 
up to the $25,000 non-medical limit 
but he can renew the non-medical 
privilege at any time by an interven- 
ing Bankers Life medical examination 
The company may request a medial 
examination whenever it appears net- 
essary. 


LIAMA Membership Totals 311 

Membership in LIAMA has reached 
a total of 311 companies with the at- 
mittance of three new members aid 
two associate members. j 

New LIAMA member companies 
include Central Assurance, Lee Na 
tional and Surety Life. ; 

The associate member companies 
are Norwich Union Life of South At 
rica and Overseas Assurance of Sing- 
apore. 





Guarantee Mutual Life sales {0 
July were 31%2% ahead of the same 
month last year—establishing a neW 
all time record for the first seve 
months of any year. 
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General Electric or any leading local 
bank or public utility company. Rep- 
resentatives of such _ corporations 
would be given an interview because 
most business men would not be prej- 
udiced in advance against their prob- 
able sales methods or treatment of the 
prospect. Salesmen of such corpora- 
tions carry with them the high pres- 
tige that is enjoyed by their compa- 
ies. 

: But life insurance salesmen repre- 
senting companies second to none in 
efficiency, quality of inanagement, 
progressiveness of ideas and every 
other factor that goes to produce a 
company of the highest quality never- 
theless find themselves encountering 
all day long those who do not want to 
go through an interview, even though 
they may be in the greatest need of 
life insurance. ; 

This is not an exaggeration or mis- 
representation. Anyone who doubts it 
has only to ask any new agent wheth- 
er he has found it to be true. This atti- 
tude of the prospect may be based 
on prejudice, experience, misconcep- 
tion, lack of understanding or some- 
thing else not quite definable, but 
whatever the cause of it, no one 
should pretend that it does not exist. 
It does exist and it constitutes a very 
large and important problem to be 
solved by the agency departments of 
the life companies. 

Possible Solutions Suggested 

For the benefit of those who may 
have read this far and who have de- 
cided that we have indulged only in 
what is usually called destructive crit- 
icism without attempting to offer any 
answers or possible solutions, here are 
some suggestions: 

The first is that the purchase of life 
insurance is one of the most important 
financial steps that any man can take. 
It is in the same class with buying 
a home. As a consequence, it is some- 
thing that should be given the most 
careful consideration and certainly 
not be bought as the result of a quick 
15-minute interview on the part of a 
high-pressure persistent and persua- 
sive salesman. 

The purchase of life insurance is a 
serious, far-reaching matter of the 
highest importance to the purchaser, 
and so the man who is going to sell it 
to him should be thoroughly qualified 
and his primary interest should be in 
setting up the best program for the 
prospect, not the amount of the com- 
mission he may earn by selling the 
prospect any kind of a policy. 

The companies can take a long step 
toward raising life insurance inter- 
views to this level by refusing to send 
into the field salesmen who are un- 
trained, incapable, incompetent and 
unskilled in meeting and dealing with 
people on a human basis. 

The temptation of the agent to make 
quick sales to the largest possible 
number of prospects must be over- 
come. The urge to put the largest pos- 
sible volume of business on the books 
by whatever means that may be de- 
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New Life Agent Needs Prestige Boost 


(CONTINUED FROM PAGE 2) 


vised will have to be subdued. The 
company itself must have the trustee 
conception of life insurance, must 
believe in fitting the policy to the 
prospect’s needs, selling one kind of 
life insurance for a particular situa- 
tion and a totally different kind for 
another set of circumstances. 

The interview should be conducted 
in such a way that the _ prospect 
will himself see as clearly as does the 
agent discussing it with him that what 
is being offered is the ideal thing for 
him to buy. The making of the sale 
has to be secondary to meeting the 
prospect’s requirements. 

The agent with a successful rec- 
ord behind him has usually found 
ways of acquiring prestige. He is, for 
example, a member of his local life 
underwriters association. He is of 
course a member of one or more of his 
company’s production clubs. He has 
probably received the national quality 
award. He may be a CLU and/or a 
member of the Million Dollar Round 


Table. With all of this equipment he 
is entitled to prestige and it is accord- 
ed him. Building prestige is not one 
of his problems. 

With the new agent though, it is 
quite another matter. He may feel 
himself to be well trained, he likes his 
general agent and his company, he is 
enthusiastic over life insurace as a 
business and the service that he may 
perform by selling life insurance to 
the people in his community but he 
does encounter the resistance and 
even antagonism that exists toward 
the life insurance agent who is not 
well known to the prospect. 


Situation Is Paradoxical 


It seems paradoxical that life -com- 
panies themselves stand high in the 
public mind, but the men selling life 
insurance are not regarded in the 
same way at all. With this in mind, 
it is interesting to examine the adver- 
tising that many of the life companies 
have done in the large magazines of 
general circulation. Most of this ad- 
vertising has been attractive and 
readable. It has helped considerably 
in selling the life insurance idea, the 
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strength of the companies and the 
services they render, but in all candor 
the advertising has been slanted to do 
this rather than to put a sufficient 
amount of emphasis on the impor- 
tance, qualifications and usefulness of 
the life insurance salesman. It seems 
quite clear that life insurance adver- 
tising that is done to the public could 
accomplish more than it has so far in 
building up the agent’s prestige. 
Another possible change in methods 
might occur as regards the new agent 
doing any great amount of cold can- 
vassing, door-to-door interviewing or 
hit-or-miss prospecting. Greater at- 
tention should be paid to getting the 
agent to carry on life insurance con- 
sultations or discussions that are on 
such a level as to make it plain to the 
prospect that the agent is trying to 
help him solve one of his problems 
instead of selling him as much life in- 
surance as he thinks he can get out of 
him. 
Must Solve Prospect’s Problem 


Most policyholders or prospects are 
not best served by a quick interview 
that results in a nice commission for 
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Prudential congratulates the National Quality Award 
Winners for 1958. Their efforts and achievements 
help uphold the standards of excellence of our in- 
dustry. Prudential is proud that more than 1900 
of its members in the United States and Canada are 
among this year’s NQA winners. 


You'll enjoy ‘THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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HiezNATIONAL UNDERWRITER 


“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new coverage, 


we at Bankers Life Company are proud to have introduced 


it. We are equally proud of comments in the insurance trade 


press like: “‘We believe Bankers Life has started one of the 


most important merchandising trends in the life insurance 


business... 


We appreciate also comments in publications outside our 


industry like: “. . . it takes courage to initiate an insurance 


venture of this kind” in an advertising publication, or a 


major metropolitan newspaper commenting in an editorial 


on this new insurance idea: “Bankers Life has long been 


known as a progressive, pattern-setting firm in the insurance 


business.”’ 


Yes, alertness to changing times and needs has marked 


Bankers Life as “‘The Company That Fits The Need” as we 


have pioneered other coverages like the “Wife Protection” 


rider .. . Group Permanent Life ... Widow’s Pensions. . . 


and Deductible H&S Plans. Do you wonder that Bankers- 


lifemen are proud of the Company they represent? 


BANKERS 


COMPANY 


DES MOINES, IOWA 














Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Mail this 
Coupon 
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Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


_ I am interested in your service. Please d fu 
information, at no obligation to me. ag cond 
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the agent without actually solving any 
of the prospect’s life insurance prob- 
lems. It would be a mistake for any- 
one who does not agree completely 
with all that has been remarked here 
to minimize the importance of this 
problem because of one or more minor 
disagreements with the way it has 
been described and discussed. 

Any agency man who has the cour- 
age to look at the figures that show 
how many promising men fail in the 
life insurance business knows that a 
large percentage of this failure results 
from the discouragement and disillu- 
sionment that comes when new agents 
find that they have no prestige, or al- 
most none so far, as the average pros- 
pect is concerned. 

Because this is true, there should 
be more effort to solve or reduce this 
problem than has been made so far. 
It is one that is unique to the life in- 
surance business and is not to be 
found in the sales organizations of oth- 
er important businesses. It is because 
of its obvious importance that we have 
given this much space to a review of 
it. 


NSLI Disability Benefits 
Doubled, Effective Nov. 1 


National Service Life Insurance to- 
tal disability benefits have been dou- 
bled from $5 to $10 per month for 
each $1,000 of coverage in a bill signed 
into law by President Eisenhower. 

The increase, which becomes effec- 
tive Nov. 1, permits payments of up 
to $100 per month to totally disabled 
veterans with maximum coverage of 
$10,000. 

The Veterans Administration said 
the disability benefit may be added to 
any NSLI policy except for the limited 
number sold to disabled veterans 
since April, 1953, provided the policy- 
holder is in good health and below age 
60. The VA estimates that of 5,650,- 
000 holders of eligible NSLI policies 
at least 5 million could qualify for the 
rider. Only some 85,000 veterans have 
the $5 disability rider attached to their 
present policies. 

Cost of the $10 total disability pro- 
vision varies according to age, type of 
policy, and face amount but would 
involve “a very small boost” over the 
cost of the $5 variety according to the 
VA. A typical example, the VA stated, 
would be a 40-year-old veteran with 
a $10,000 NSLI policy, who would pay 
$1.60 a month for the rider and receive 
$100 a month if totally disabled. 

Payments to the veteran under the 
rider do not reduce the face amount. 
Premium payments on both the basic 
NSLI policy and the income provision 
may be waived by the VA for any 
period of total disability longer than 
six months. 

The income disability coverage ends 
at age 60, unless disability commences 
before that age. The extra premium 
goes off at age 60. 


N. Y. Department Tests 
Drivers At State Fair 


The New York insurance department 
sponsored a device at the “Senior 
City” section of the Syracuse state 
fair, recently to test the driv- 
ing abilities of visitors and to inform 
the public that the cost of automobile 
liability insurance increases or de- 
creases in direct proportion to the 
number of traffic accidents. The ap- 
paratus; used motion pictures to simu- 
late actual driving conditions. 

The department will keep statistical 
records on the reflexes and abilities 
of motorists over 60 for use in the 









continuing traffic accident campaign, 
The department is also sponsoring ap 
exhibit of services to senior Citizens 
by life and A&S companies, and re. 
lated data on longevity and health 


problems. 
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Dumont Is Colo. Examiner 


Martin G. Dumont has joined the | J. 
Colorado department as an examiner, 
He has been with the federal govern. 
ment for 17 years, most recently as | °: 


Septe 





special attorney for Internal Revenue | city; B 
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LAND? 


FOLLOW THE ARROW 


IN 1957 





OF OUR GENERAL AGENTS 
EARNED OVER $25,000... 


22% MORE THAN $20,000... 


AB% OVER $10,000. 
THEY DID IT with unique contracts 


such as— 
* The Fit-the-Future 
%* The Extension 
%& Guaranteed Insurability Rider 
%& Family Security Plan 


% Complete portfolio of A & S, 
Group and Pension Plans. 


THEY’LL DO IT AGAIN with the 
kind of Home Office Assistance that 
a vigorous and progressive com- 
pany knows is essential to build top 
flight Agencies in— 


IIlinois * Ohio * Kentucky * Michigan 
Florida * Virginia * W. Virginia * Indiana 
Minnesota * Pennsylvania * Arizona 








Guardian 
Chaffin 
berlin, J 
Universit 
B., Pru, 






Philadelp 
ton, Il.; 
Christian: 
K. R., N 










geles. Co! 

















LL ee 


JEFFER 


Wire or Write 
BYRON C. JOHNSON 
Agency Vice-President 





SON NATIONAL 


INDIANAPOLIS, INDIANA, 


the Company 


with the 









& 
















kegan, III 
Tex.; Dix 
Ps V., ON 
weich, W 
delphia; L 























F 13, 195 September 13, 1958 


campain 1CLU Status Conferred On 600 At Dallas 


Nsoring an 


Or Citizens (CONTINUED FROM PAGE 1) 


>S, and Atlantic, Norfolk; Attaya, J. C., 

we AW, %s 38 Aico; Audie, GE. NEL, N.Y 
J. J., Met, Chicago; Baetz, A. J. 
Pru, Centerline, Mich.; Bailey, B. E., Pru, 


and health | set, Revere, 
City; Avers, 


Indianapolis. 


+ ilev id M., ELAS, Battle Creek, Mich.; 
miner = _ J., ELAS, Brooklyn; Bandoni, 
joined th ~ JH, Hayward, Cal.; Barbash, Charles, 

p fd. A. 


examiner, 


il Revenue | city; Barre 
State Life, 


Bernardino, Cal.; 















Betts, J. 
Jr., 
Co., 
Milwaukee. 





Portland, 
Cleveland; 







Pru, St. Paul; 









AGENTS der, W. A., Union Mutual, McKees Rocks, 


000... 
DO’. sia 


. ELAS, Eugene, Ore.; Byron, M. M., 
4 Newark; Callaway, R. M., Jr., we" 
Farm, Hyattsville, Md.; Cameron, C. B., N. A. 
Acc., Oklahoma City; Cameron, J. R., Pru, 
Seattle; Campbell, Clinton, Prov. Mut., Knox- 
ville; Campbell, R. W., MNY, Denver; Carl- 
ton, M. L., NYL, Brooklyn; Castles, T. J., 
Guardian, N. Y. City. a oe 

, G. B., Amicable, Waco, Tex.; am- 
ae H., JH, Seattle; Chastain, J. J., 
University of Omaha, Omaha; Cheaney, I. 
B., Pru, Alhambra, Cal.; Cheskis, H. L., NYL, 


Ontracts 


. R., NYL, Spokane; Clay, G. C., Met, Nor- 
trike fhm D. B., NW Natl. St. Paul; 
\Coffin, W. C., Mass. Mut., El Paso; Cohen, B. 
/B, ELAS, Chicago; Cohen, J. J., Federal of 

Il, Newark; Cole, Elaine L., Columbian Na- 

tional, Boston; Cole, T. O. III, Aetna, Phila- 

delphia; Collins, D. N., United Benefit, Pasco, 
ith the ||}Wash.; Compton, W. M., Minn. Mutual, Rich- 
iland, Wash.; *Conahey, C. C., Pru, Los An- 
ace that geles. Condon, W. T., Columbian Natl., Boston; 
e com- Connolly, F. J., Pru, N. Y. City. 

' Contay, Maurice, NLV, Cleveland; Cook, J. 
vild top |, W., Guardian, Tampa; Cooling, R. E., Pru, 

Los Angeles; Cooper, L. B., Met, Miami; 
‘Cooper, P. W., Occ.-Cal., Tacoma; Corbett, 
R. M., Mass. Mut., Chicago; Corder, R. E. 
| Pru, Charleston, W. Va.; Corn, David, JH 
gan | Chicago; Crabtree, W. C., Pru, Manchester, 
Indiana _N. H.; Crean, R. G., NYL, Chicago; Creasey, 
. W., Amicable, Austin, Tex; Crecca, F. A., 
a JH, Cedar Grove, N. J.; Creswell, N. L., 
NWM, Milwaukee; Crigler, N. W., ELAS, Char- 
tte, N. C.; *Crowther, C. D., Jr., ELAS, N. Y. 
City; Culp, W. N., Jr., Southern L.&H., Bir- 
mingham; Curry, T. L., Jr., Pru, Fort Smith, 
ark.; Cuthbertson, J. P., College Life, Okemos, 
Mich.; *Cyre, R. A., Pru, Jacksonville, Fla.; 
‘Dammeyer, C. F., Pru, Newark; Danner, J. 
S.,, JH, Boston. 

Darlington, S. B., NEL, Philadelphia; Datt- 
ner, A. L., NYL, Scranton, Pa.; Davis, G. S., 
CM, Haverhill, Mass.; Davis, P. H. Jr., ELAS, 
Syracuse; Davis, Ralph, Jr., Guardian, Atlan- 
fa; Davis, W. R., Sun-Can., Painesville, O.; 
Delano, W. B., Southern Farm Bureau Life, 
Warsaw, Va.; Del Fiacco, R., Met, Oak Park, 
Il.; De Myer, Frederick, Home Life of N. Y., 
N. Y. City; DeNorscia, A. C., Met, Coatesville, 
Pa.; De Rosa, R. S., NYL, Niagara Falls, N. Y.; 
‘Devine, D. F., Occ.-Cal., St. Paul; Dickin- 
son, G. N., Jr., Provident L.&A., Chattanooga; 
Diggs, R. S., Met, Baltimore; Dinces, Burton, 
ELAS, Brooklyn; *Dittmer, L. E., ELAS, Wau- 
kegan, Ill; Dixon, G. W., CM, Wichita Falls, 
Tex.; Dixon, R. L., ELAS, Syracuse; Donohoe, 

V., Met, West Roxbury, Mass.; Dotter- 
weich, W. W., Jr., American College, Phila- 
delphia; Doyle, J. J., NYL, N. Y. City. 

Doyle, R. M., Occ.-Cal., Pasadena; Duce, 
i. A., National Underwriter Co., Cincinnati; 
Duck, T. S., NEL, Ontario, Cal., Dufresne, M. 
» ELAS, Springfield, Mass.; Duggan, F. A., 

» Atlanta; Dulworth, J. T., Pru, Hous- 
; Dupray, E. M., Boston Mutual, Boston; 
wight, J. L., Mass. Mut., Philadelphia. 

Dyér, T. K., Kentucky Home Mutual, Louis- 

e; Eastman, L. E., NLV, Portland, Me.; 
ugh, A. C., CM, Baltimore; Edgerly, A. D., 
» Laconia, N. H.; Egan, T. K., JH, Rut. 
» Vt.; Eisberg, A. B., ELAS, Poughkeep- 
N. Y.; Eisenhart, K. L., Met, Alhambra, 
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Cal.; Ellis, C. J., Pru, Houston; Emerson, M. 
E., Met, Long Beach, Cal.; Emery, Douglas, 
G. R 


Sun-Can., Painesville, O.; Eustis, J. R., NE * 
Beneficial Standard, 
W., Aetna, Houston; 
» N.Y. City; Farmer, V. G., 
is; Farmer, W. C. 
doah Life, Richmond; Fearon, J. B., NEL, 
Boston; Feind, E. N., Presbyterian Ministers’ 
Fund, St. Louis; Feinman, D. I., M 
R. A., ELAS, Long 


Los Angeles; Ewing, J. 
Farago, N. J., CG 
ELAS, Indianapol 
icago; Barbee, A. O., Met, Dur- 

Sun-Md-, gy L. E., MBL, Omaha; 
al — ‘y. K., NYL, Fullerton, Cal.; Barnes, 
sovern- as "pru, Newark; Barnhart, F. F., ah 
ecentl: "ing: *Baronian, George, Phoenix, N. Y. 
Ya } Lansing: et M. M., CM. Seattle; Bauer, R- 
Isiand, N. Y.; Bell, R. J., Home 

A., JH Sa Oklahoma City; er D. a 
i ; Bennett, D. J., Pru, San 

Met, Birming®s™ i crger, M. D., Met, Abilene, 
; . R. J. ELAS, N. Y. ‘ity; 
Kan.; TBeruPeieL, St. Louis; Bigbie, C. R. 
Mass. Mut., Tulsa; Bigler, H. S., Babb & 
Pittsburgh; Birkhaeuser, D. E. NWM, 


*Fentriss, G. G., Fidelity Bankers Life, Rich- 
1, W. B., Home Life of N. Y., 

Richmond; Fishman, E. E., Prov. Mut., Bloom- 
Fitzgerald, R. D., Insurance City 
d; Ford, G. M., ELAS, Loveland, 
, Mfrs., Lansing; Frank, 
N. Y.; Frankel, Irving, 
; Franzblau, D. D., 


Colo.; Forshar, J. H. 
G. W., NLV, Rochester, 
NYL, Bay Shore, N 

Pac. Mut., Los Angeles; Fr 


in. M. E., ELAS, N. Y. City; Blood- Louis; Fuess, C. A., Aetna, Memphis; Gagli- 
Bleetstein, M. &., la UZ 


., Jr., NWM, Athens, Ga.; Blotkey, 

— Ry ‘esion, Mo.; Boatwright, James, 
= ‘Augusta, Ga.; Bode, Madonna L., ELAS, 
Steubenville, O.; Bodwell, L. G., Ph. Mut., 
Me.; Bond, R._ E. Sun-Can., 
*Booth, I. D., sg es 
. , D. W., Olympic ational, Se- 
now, 5. T., Jr., Met. Birmingham; Boyd, 
Ww B., Prov. Mut., Los Angeles; Boyer, W. 
E. NYL Lake Charles, La.; Bratter, H. S., 
1 *Brenner, H. F., 7 oe 
: Brett, J. P., ELAS, Licago; 
mae H., Farmers & Bankers, Wichita; 
*Briggs, J. L., Jr., Met, N. Y. City; Broderick, 
R. E, Jr, NYL, Bronx, N. Y.; Brower, W. F., 
 NWM, Pottstown, Pa.; *Brown, D. E., 
Prov. Mut., Philadelphia; Brown, J. G., NYL, 


Boston; Gibson, L. E., Aetna, Shreveport, La.; 
Gilbertson, M. L., Beneficial Standard, Los 
J. W., Manhattan Life, 


Gladwin, W. J., JH, Los Angeles. 


Glaser, Chauncey, Pru, Brooklyn; Gloeck 
H. W., Bankers of Ia 


Houston; Gould, L. I., NYL, Cleveland; Gould, 
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Sate, Fid. Mut., Rochester, N. Y.; Graffius, 
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More On Pitfalls In Seeking Tax Shelter 


(CONTINUED 


This proposal drew such heavy criti- 
cism, however, that the committee 
withdrew the proposed amendment on 
the floor of the House and announced 
that it would give the matter further 
study before recommending a change 
in the rule adopted in the 1954 code. 
The Treasury has given every indi- 
cation of continuing to fight for a 
change in the law with respect to the 
estate tax on life insurance proceeds. 
It made a very strong but unsuccess- 
ful fight before the Senate finance 
committee to restore section 56. 


Final Estate Tax Regulations 


On the administrative side, two 
sentences added to the final estate tax 
regulations, issued in the latter part 
of June, which were not in the original 
proposed regulations, remind taxpay- 
ers that the statutory exclusion for 
proceeds of policies in which the dece- 
dent has surrendered all incidents of 
ownership prior to death will apply 
only if assignment of the policy was 


HOW FAR 


FROM PAGE 2) 


not in contemplation of death. Another 
amendment in the final regulations 
makes it clear that a lump sum pay- 
ment of the proceeds of life insurance 
provided by a qualified pension plan 
is exempt from the estate tax. 

Meanwhile, during the past year, in 
Fidelity-Philadelphia Trust Company 
vs Smith, the Supreme Court held that 
the receipt by an insured up to her 
death of annuities from annuity con- 
tracts she was required to buy in 
order to obtain single premium life 
insurance policies that were immed- 
iately assigned by her to various 
donees, did not make the proceeds of 
the life insurance policies includible 
in the insured’s gross estate for estate 
tax purposes as property over which 
the decedent retained “the possession 
or enjoyment of, or the right to income 
from” up to death. 


No Income From Policies 


The court concluded that despite 
the single transaction in which the 
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decedent acquired two items of sepa- 
rate property and that after surrend- 
ering the incidents of ownership in the 
life insurance policy, she had not 
retained any income (by virtue of the 
annuities) from the life insurance 
contracts. The decision would seem to 
enable persons who are otherwise un- 
insurable to obtain insurance on their 
own lives which they can assign to 
their beneficiaries so as to remove 
the value of the insurance proceeds 
out of their estate. 

On the other hand, the seventh cir- 
cuit joined with decisions of the third, 
fifth and ninth circuits, cited and 
distinguished by the Supreme Court 
in the Fidelity-Philadelphia Trust Co. 
case, in declaring that where a dece- 
dent purchased two single premium 
annuity contracts in which she re- 
tained the right to receive the annuity 
payments until her death but which 
also provided for payments to a sur- 
viving beneficiary, they are includible 
in the decedent’s estate as a transfer 
under which the decedent has retained 
the right to the income of the property 
transferred during lifetime; the court 
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ruling of the third circuit under the 
1939 code—now specifically incorpor. 
ated in the 1954 code—that the estate 
tax did not apply to an annuity 
brought by an employer for an em. 
ploye who had elected a smaller 
annuity during his lifetime in org 
to provide survivorship annuity for 
his wife. 


Still Fraught With Danger 
Despite the Fidelity-Philadelphi, 
Trust company decision, there woul 


appear to continue to be dangers in th 
income tax area in combining an ap. 
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that where a taxpayer first purch; ned 


a single premium endowment con 
then three years later purchased 
single premium deferred annuity fy 
the same company, and still la 
agreed that the two policies should 
combined into a single fund acc 
with the combined balance of the ¢ 
surrender values paid in annual ip 
stallments, the taxpayer could py 
exclude from income any portion 
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in annuity . 

for an emjnolders. Since this would result in no 
a smalletiax being payable in many cases, how- 
ie in ordefeyer, it is an unrealistic approach 
innuity founder present circumstances. This 
view was demonstrated in my testi- 
mony before the Curtis subcommittee 
mn hearings, Dec. 13, 14 and 15, 1954 (see 
hiladelphi, pages 332-335). 

here woul? pet me, in my turn, quote from Mr. 
1gers in the Lloyd’s statement. “T believe,” he says, 
Ing an anf«that the true profit of a mutual life 
f policy; Jinsurance company is the net interest 
an earliel earned over and above that required 
to maintain reserves.” Leaving aside 
for the moment the fact that a mutual 
life insurance company might have 
underwriting losses, let us consider 
the effect of deducting only the “inter- 
est required to maintain reserves.” 
3 Should bf why should one well managed com- 
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LIFE INSURANCE EDITION 


Menagh Replies To Lloyd's Arguments 


(CONTINUED FROM PAGE 1) 


business and I see no reason why it 
would not be controlled in ours. 

Actually, the total income method is 
still in too embryonic a form for any- 
one to be able to tell just what its ef- 
fect would be. The same is true of the 
surplus interest approach. For exam- 
ple, were this method which Mr. Lloyd 
so strongly supports adopted, there 
could, and probably would, be a great 
increase in the number of companies 
valuing at 344%. 

What is needed is further study of 
both methods of approach in an en- 
deavor to come up with a formula 
that: 

1. Is defensible before the Treas- 
ury and Congress. 

2. Places adequate restrictions on 
the tax advantages now enjoyed by 
some stock companies recently formed 
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pany require 342% interest to fulfill 
its contracts, while another, equally 
well-managed, requires only 2%%? 
And if both companies at the present 


William-Oliver Bldg. 


for the main purpose of using past tax JAckson 3-7771 


laws for tax avoidance purposes. 
3. Produces the minimum of dis- 
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Portion of moment are earning 312% net on their 
funds should the policyholders in the 
first company be charged only a frac- 
tion of the income tax paid by the 
policyholders in the second? There is 
no reason for such discrimination and 
this has been pointed out by repre- 
sentatives of the joint tax committee 
at congressional hearings on a number 
of occasions. 
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‘Floor’ Has No Logical Basis 
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I agree with Mr. Lloyd that there is 
no logical basis for advocating a 
“floor.” There is however a practical 
one.Our industry has for decades 
been on an excise type of taxation. 
As a result, company policies have 
been different from what they would 
have been under a total income basis. 
In order to prevent unfair competition 
during the transition period, a floor 
has been suggested. 

I would assume this floor would be 
necessary only for a specified num- 
ber of years, during which all compa- 
nies would be required to make the 
necessary adjustments in policy. In 
fact, it may be that if, during the 
transition period, the tax payable were 
to be based in part on the total in- 
come basis and in part on the Mills 
bill, there would be no need for a 
floor. This question needs further 
study. 

Throughout Mr. Lloyd’s statement 
the argument is made that a total in- 
come approach would benefit the larg- 
est companies and would work a hard- 
ship on the smaller companies. An ef- 
fort is made to prove this by a com- 
parison of the taxes that would be 
levied against the Union Central in 
such a case as compared with a Mutu- 
al X company. I do not believe any 
total income basis bill is sufficiently 
advanced at the present time for any 
ce. valid comparison to be made or any 
Aderwriter |fecneral conclusions to be drawn. It 
4, Wl. seems obvious, however, that a change 
———|{rom an excise tax approach to a total 
————;ncome basis would certainly create 
varying effects among different com- 
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ed Mids panies; and variations will be caused 
aoe a by individual situations and be quite 
ails, age, |}Mdependent of the size of the compa- 
ial reply | Iny, 
riter Co., 
Results Not Tied To Size 

LS eet 

Some smaller companies will have 
awe heir taxes decreased and some larger 
: desires | [eS will have their taxes increased 
froinng ind vice versa. So far as the “deducts” 
cer 





getting any total income basis tax bill, 
the government seems to have been 
kble to control this in other lines of 
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turbance from the income taxes pay- 
able by the companies recently. 


Agents To Receive Full 
First Year Commission On 
Pre-Authorized Check Plan 


General American Life has an- 
nounced that agents will be paid or 
credited the full first year commission 
on new policies on the company’s pre- 
authorized check plan. The commis- 
sion, based on an annual premium, 
will be paid as soon as the first check 
is cleared. 

Less than 1% of all pre-authorized 
checks drawn by the company since 
last January have not been honored, 
according to Frank Vesser, agency divi- 
sion vice-president. This experience 
makes it possible for the company to 
advance full annual first year com- 
missions, when only 2 out of the first 
12 month’s premiums have been re- 
ceived—the first month’s collected in 
cash with the application, and the 
second when the first check clears, he 
said. 

Previously, on the pre-authorized 
check plan as on other policies, agents 
received commissions when the poli- 
cyowner paid the premium—month- 
ly, quarterly, semi-annually or annu- 
ally. 


St. Louis Agents To Meet 

St. Louis Life Underwriters Assn. 
will hold its first monthly breakfast 
meeting of the year, Sept. 17, at the 
Chase Hotel. Speaker will be Noel L. 
Welsh, district manager at Tulsa for 
Metropolitan Life, and his subject will 
be “How to be a Spare Time Million- 
aire.” 
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They shouldn't. Actually the modern life insurance salesman has a mutual 
fund connection to round out his ability to fulfill his client’s needs. And 
too, it makes his sales approach more appealing. Let us answer your 
questions on selling this type of investment. 
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“Frankly, Miss Wimple, I never realized Provident Mutual 
was so interested in our surplus business” 


If you've never realized that Provident Mutual 
welcomes your surplus business, now’s the time to 
give it some thought. Because Provident Mutual 
offers you every help and cooperation in Life, 
Accident and Sickness, Group Insurance and Group 
Pension Plans. 

What’s more, Provident Mutual offers brokers 


the full facilities and resources of one of the na- 
tion’s top companies—plus a commission structure 
and terms you owe it to yourself to know about. 
For full details on Provident Mutual help with 
your surplus-special lines, write Broker Service 
Department, Provident Mutual Life Insurance 
Company of Philadelphia, Philadelphia 1, Pa. 
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